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The California Report
By Jerry Nickelsburg
Senior Economist, UCLA Anderson Forecast
All
of the evidence suggests that
California is ever so slowly coming out of the reces-
sion, and that the recovery is playing out much as we have been pre-
dicting. But, slow growth means that while the groundwork for faster
growth is being put down, there is not a lot of perceptible change,
particularly when a span of time as short as three months is exam-
ined.
Our forecast is for the “Stanford-Crocker” growth period to con-
tinue into next year. Since there are no signs of imminent dramatic
changes in consumer or business expectations, nor of any external
driver to induce faster growth, this is the most likely scenario for the
early phase of the recovery. This will be a difficult period as not only
does the state economy have to generate 1.3 million jobs to get back
to where it was prior to the recession, but it must generate additional
jobs for all of the new entrants to the labor force over the past two
and a half years. continued on page 3
Largest Tax Hikes in History of
America
By  Joan Pryde
In just four months, on Jan. 1, 2011, the largest tax hikes in
the history of America will take effect. They will hit families and
small businesses in three great waves.
On Jan. 1, 2011,
here’s what hap-
pens....
First Wave:
• Expiration of
2001 and 2003 Tax
continued on page 6
Explore Your
“IE” World!
Have you ever wondered
what might be located in your
own back yard?  Well, not liter-
ally your back yard, but your
Inland Empire back yard.
Wouldn’t it be nice to be able to
see — first hand — the sites and
sounds of the IE before ever set-
ting foot outside of your front
door?  Soon, local residents will
be able to do just that when the
new Inland Empire Explorer tel-
evision program hits the local
channel line-up.
Call it part travelogue, part
adventure series, part shopping
channel and cooking network,
Inland Empire Explorer, a new
half-hour television program
featuring all things IE, will have
channel surfers landing on their
local government access cable
stations in no time at all.
Inland Empire Explorer,
produced by Rancho
Cucamonga-based CQ
Productions is a new multi-com-
continued on page 22
EMERGENCY BUSI-
NESS FUNDS PROVIDE
ON-THE-JOB 
TRAINING FOR LAID-
OFF WORKERS
San Bernardino County
Workforce Investment Board
administers National
Emergency Grant Funds for
local on-the-job training
The San Bernardino County
Workforce Investment Board
announced a new On-the-Job-
Training program funded in the
amount of $725,000 from the
National Emergency Grant.
Focusing on dislocated workers
who have been unemployed for
more than 99 weeks, the pro-
gram implemented through the
Employment Resource Centers
in Rancho Cucamonga, San
Bernardino and Hesperia will
compensate businesses to pro-
vide On-the-Job training to
workers.
“This program not only ben-
efits laid-off workers and their
families, but our local econo-
my,” said Sandy Harmsen,
Director of Workforce
Development in San Bernardino
continued on page 24
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REAL ESTATE NOTES
Construction Underway on Affordable Housing in Big Bear
Lake
Construction is underway on a new a 42-unit affordable housing
community within the city of Big Bear Lake. Called The Crossings
at Big Bear Lake, the project is being developed by Urban Housing
Communities LLC (UHC) in collaboration with the City of Big Bear
Lake’s Improvement Agency, Bank of America, and architecture and
planning firm KTGY Group, Inc. Upon completion next summer,
this new $17 million community will offer healthy, supportive and
eco-friendly apartment homes to local working families earning
between 30 percent and 60 percent of San Bernardino County medi-
an income. 
Designed by KTGY, The Crossings at Big Bear Lake will offer
28 two-bedroom, two-story townhomes and 14 three-bedroom, sin-
gle-story flats averaging approximately 1.1k square feet. Each apart-
ment home will offer central heat, ceiling fans, a covered patio or
balcony, energy-efficient kitchen appliances, washer/dryer hookups,
high-speed Internet access and will be wired for cable television.
Rents are expected to range from $449 to $1,038 per month, based
on family size and income level. 
CA Retail Deal Update
A private investor purchased Temecula Creek Plaza, a 69k-
square-foot  retail center located at 31021 – 31141 Temecula
Parkway. Built in 2007, the property is located within close proxim-
ity to Temecula Creek Inn Golf Resort. It was 68 percent leased at the
time of the sale and is anchored by CVS Pharmacy and Guaranty
Bank. 
William Meinhold of Swoboda Hospitality Specialists repped the
buyer. Michelle Schierberl and Donald Ellis of Grubb & Ellis
Company represented the property’s receivership seller in the deal.
Robert Griffith of Financial Services Asset Management, who repre-
sents the property’s special servicer, JER Special Servicing, assisted
the investment team in the transaction. The price was not disclosed. 
BRE Collects $24.6 Million from Apartment Sale
Investor interest remains strong for SoCal multifamily properties
that are able to maintain high occupancy rates, even in hard-hit
regions like the Inland Empire. A recent example is the 264-unit
Boulder Creek Apartments in Riverside, which just traded hands at a
price of $24.6 million, or about $93k/unit. The property, which was
sold by San Francisco-based BRE Properties, is located at 2442 Iowa
Avenue, east of I-215 and north of Blaine Street. It was acquired by
a privately held, OC-based real estate investment firm. 
Located just a few blocks north of the UC Riverside campus, the
community draws from a strong rental pool of local students and is
able to maintain a low vacancy rate. At present, the property is about
95% occupied. The complex offers studio, one- and two-bedroom
units with monthly rents that range between $795 and $1195. 
Xebec Realty Purchased Industrial Land
In a big Chino land buy, Xebec Realty Partners purchased 16.3
acres of industrial land at 6185 Kimball Avenue, east of the 71
Freeway and a few blocks west of the Chino Airport. 
Xebec plans to develop a 350k-square-foot distribution facility
on the site, marking the company’s continued on page 20
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As in our previous forecast, the
recovery from this recession will be
driven by education, health care,
exports and technology and to some extent by growth in residential
construction. The first four are more heavily centered in coastal
California and are currently generating some job growth for these
sub-regions. The latter will begin to generate jobs along the coast in
the near term, but there will be little new activity inland until hous-
ing markets turn. Thus, economic growth in California will be bifur-
cated with an early recovery along the coast coexisting with contin-
ued economic doldrums to the east. However, we do not expect this
to be a permanent state of affairs.
Typically, structural adjustment such as occurred in aerospace in
1991 and in the Internet and software sectors in 2001, requires four
to six years for recovery. With residential construction in the Inland
Empire and Central Valley beginning its adjustment in 2006, we can
expect no substantial growth in this sector over the forecast horizon.
Moreover, the U.S. economic recovery is slower than in past reces-
sions and the experiences of structural adjustment in California and
other parts of the country may understate the amount of time required
to complete such an adjustment. If other sectors do not pick up the
slack, the bifurcated recovery will be with us for the next few years.
On an annual basis, our expectation is that total employment in
California will contract by -0.7% in 2010. Once employment growth
returns in 2011 employment will begin to grow faster than the labor
force at a 1.9% rate and the unemployment rate will begin to fall.
Real personal income growth is forecast to be 0.6% in 2010 and 2.2%
and 4.1% in 2011 and 2012 respectively.
Finally, the state unemployment rate is currently at its high point
of 12.6%. Our expectation is for it to fall slowly through the balance
of 2010 and average 12.2% for the year. Though the California econ-
omy will be growing in 2011, it will not be generating enough jobs to
drive the unemployment rate below double digits until the end of
2012. As with the Central Pacific Railroad in the 1860s, we will be
climbing imperceptibly for some time. The positive news, muted
though it might be, is in 2012 when the California economy should
be in the foothills climbing towards the peaks.
The California...
continued from pg. 1
NICHOLAS THOMPSON JOINS
CALIFORNIA BANK & TRUST
California Bank & Trust is pleased to announce that Nicholas
Thompson has joined the bank as an assistant vice president and
business banker in the Palm Desert branch. A native of the Coachella
Valley, Thompson will focus on developing
new business relationships in the area on behalf
of the bank.  As a CB&T banker, Thompson
will offer his clientele banking expertise, cus-
tomized business solutions, and customer serv-
ice synonymous with CB&T, by serving as a
trusted business advisor.  
“We are pleased to welcome Nicholas
Thompson to the CB&T network.  His back-
ground and expertise in business banking will
go a long way in serving his customers as well
as the business community of the Coachella
Valley,” said Tory Nixon, San Diego division
president and executive vice president of
CB&T.
Thompson began his banking career in
2007 after spending several years in the hospitality industry.
Thompson earned a bachelor’s degree in business administration
from the University of California at Riverside where he also
minored in political science.  Thompson is a member of the Desert
Bar Association and resides in Palm Springs with his wife and chil-
dren.
Nicholas Thompson
“Time Out”
All about restaurants, resorts,
wine and travel.
Saturdays at 3:00 p.m. on
KSPA Radio 1510 AM
UCLA Anderson Forecast - Inland
Empire Forecast Oct. 6
The next UCLA Anderson Forecast will be the Inland Empire
Forecast on Oct. 6.
For the first time, Claremont McKenna College and The UCLA
Anderson Forecast and will present an economic conference with a
specific focus on the Inland Empire region, real estate and public
finance. Additionally, UCLA Anderson Forecast economists will dis-
cuss their latest quarterly economic projections for the nation and
state.
Questions to be addressed include:
• What will the shape of recovery be in the Inland Empire?
• How long will unemployment rates in the Inland Empire be
in double digits?
• What is the outlook for consumer spending in the region?
• Has the housing market hit bottom?
• Will logistics power a recovery in the Inland Empire?
• Will the U.S. have a double dip recession?
• Is the national recovery different from the past?
• How soon will California return to full employment?
• Is California in for a jobless recovery?
The following speakers will be attending:
• Jerry Nickelsburg, senior economist, UCLA Anderson
Forecast.
• Marc Weidenmier, professor of economics, director of the
Lowe Institute of Political Economy, Claremont McKenna College.
• Fred Cordova, senior vice president of Colliers International.
• Randall Lewis, executive vice president of Lewis Group of
Companies.
• Robert J. Lowe, chairman of the board and chief executive
officer of Lowe Enterprises.
• Bert Selva, chief executive officer of Shea Homes.
• Larry Kosmont, CEO of Kosmont Companies.
• Gregory Devereaux, chief administrator, County of San
Bernardino.
• Don Kent, treasurer, County of Riverside.
• Jason Sisney, State of California Legislative Analyst's Office.
• Paul Sundeen, city manager and CFO, City of Riverside.
Additional Information for Event:
Schedule for Conference:
7 – 8 a.m., Breakfast and registration.
8 – 11:30 a.m., Conference.
continued on page 39
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QUOTES ON ‘WEALTH”
Earn a little, and spend a little—less.
John Stevenson
Being rich is having money; being wealth is having time.
Stephen Swid
No man is rich enough to buy back his past.
Oscar Wilde
There are two times in a man’s life when he should not spec-
ulate; when he can’t afford it, and when he can.
Mark Twain
Most of the luxuries, and many of the so-called comforts of
life are not only indispensible, but positive hindrances to the ele-
vation of mankind.
Henry David Thoreau
If a rich man is proud of his wealth, he should not be praised
until it is known how he employs it.
Socrates
He had so much money that he could afford to look poor.
Edgar Wallace
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William J. Anthony Publisher & Producer williamj@busjournal.com
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Bundled Services Case Study:
Yamaha of Cucamonga, Inc.
Speed and performance have always been a driving force for
Yamaha of Cucamonga, Inc., a certified dealer of Yamaha motorcy-
cles, scooters, ATVs, and generators with a 2,500-square-foot retail
store and repair center in Rancho Cucamonga. While business was
revving along strongly with annual sales running north of $4 million,
President Jay Conaway recently decided the store’s telecommunica-
tions also needed to come up to speed.
The challenge
Conaway's first goal was to add TV displays for the main show-
room floor and in customer waiting room areas. There were also
problems with Yamaha of Cucamonga’s existing telecommunications
services—the mission-critical DSL broadband connection was prone
to service outages,
and sometimes it was
hard to hear cus-
tomers on the fre-
quently static-filled
voice lines. All of
that led Conaway to
evaluate his entire
telecommunications
strategy and explore
whether he could
also improve his
telephone and
Internet service with
a triple-play bundle
from a local cable provider. As luck would have it, a Charter Business
sales representative called. The representative quickly provided
Conaway with a bid that included TV service, five phone lines, and
high-speed cable modem service. After looking at the proposal, says
Conaway, “It just made sense. We put the package together and
looked at the cost savings, and it just made sense to do it.”
Flawless installation
With the contract signed, the next step was the transition from
local telephone service to Charter Business. After the phone porting
process was complete, a Charter technician came out and installed
the voice, Cable TV, and data connections, and it was up and running
that same day. For a business that deals in fast machines, that quick
turnaround was nevertheless surprising for Conaway. “It went flaw-
lessly—I was amazed. It didn’t really cause me downtime with the
business,” Conaway said. “They flipped the switch and it was
switched over. It was that easy.” On top of that, the weekend follow-
ing the installation Conaway decided to make some long-needed
upgrades to the building, which was built sometime in the late 1800s
and had phone wiring to match. continued on page 13
When planning your 2010 
advertising budget, consider
the INLAND EMPIRE BUSINESS
JOURNAL. For advertising
information call (909) 605-8800 
or visit our website: 
www.busjournal.com
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Recharges Battery
I’ve always been the kind of person, whether in my professional,
legislative or personal life to look at the glass as half full. I’m a prob-
lem solver and have worked my entire life trying to find solutions to
whatever issue I’m dealing with.
But during these past eight years in the California Legislature, I
must admit it can be difficult to try and keep a positive attitude. A
couple of weeks ago, for example, we learned that California’s over-
regulated economy has caused the state’s unemployment to increase
to 12.4 percent. It’s even worse in San Bernardino and Riverside
Counties where unemployment stands at 14.8 percent. Couple the
state’s record unemployment rate (2.3 million people in California
are looking for a job) with a record–late state budget that is costing
taxpayers nearly $4.3 billion since the start of the fiscal year, and it’s
easy for the most positive person to get cynical. 
I received a letter from Scott Seward, a constituent of mine in the
Inland Empire, that has recharged my batteries as we search for solu-
tions to move California forward. The letter is so good that I thought
it was worth sharing with all of you:
Good afternoon Bob,
I’ve been receiving your updates on the state of California’s fis-
cal and economic situation for some time. I often times find myself
forwarding it to everyone I know, even those not in your district
because I find the information valuable. As someone who thoroughly
enjoys all things finance, I’m constantly astonished by the methods
Democrats (and some Republicans) use to continue their spending
spree; all the while telling the citizens of this state that Republicans
stand in the way of “real” change. 
I was doing a little research the other day and learned that
Democrats have controlled the state assembly and senate since 1970,
albeit one year. I also learned that in 1970, California took in 28 per-
cent of state revenues from personal income taxes. Fast forward to
2010 and you find the state now pulls in a whopping 52 percent of its
revenue from personal income taxes. During this same time period,
our state budget increased from $6 billion to $120 billion, an
increase of approximately 2,000 percent. All the while, our popula-
tion has barely increased 100 percent. As such, you could say that for
every 1 percent increase in population, our spending has increased
20 percent.
I understand that not all of the blame can be placed on the
Democratic Party. The Republicans have, many times, acted in step
with the Democrats. Who can forget the fiasco with our last round of
proposed tax increases and the Republicans who supported it. None
the less, the hard working people in this state are tired. We’re tired of
supporting 33% of the entire nation’s welfare recipients. We’re tired
of the numerous laws and regulations that burden our businesses and
turn free men into criminals over night. We’re tired of watching peo-
ple come into this state, wave their foreign nations flags over our post
offices and schools, then to have our children who support our nation
suspended from the schools we pay taxes to for wearing an American
flag T–Shirt. We’re tired of LA City Councilmen determining that cit-
izens must be protected from fast food chains and thus ban the abili-
ty for entrepreneurs to open eateries in that area of the state. We’re
tired of City Councilmen in San Francisco wanting to ban the sale of
pets, ban toys in happy meals, etc. We’re tired of having to constant-
ly defend our rights to own guns as continued on page 39
Relief
In 2001 and 2003, the GOP
Congress enacted several tax cuts
for investors, small business owners, and families.  These will all
expire on Jan. 1, 2011.
• Personal income tax rates will rise. 
The top income tax rate will rise from 35 to 39.6 percent (this
is also the rate at which two-thirds of small business profits are
taxed). 
The lowest rate will rise from 10 to 15 percent. All the rates
in between will also rise. 
• Itemized deductions and personal exemptions will
again phase out, which has the same mathematical effect as
higher marginal tax rates. 
• The full list of marginal rate hikes is below:
• The 10% bracket rises to an expanded 15%
• The 25% bracket rises to 28%
• The 28% bracket rises to 31%
• The 33% bracket rises to 36%
• The 35% bracket rises to 39.6% 
• Higher taxes on marriage and family. 
• The “marriage penalty” (narrower tax brackets for
married couples) will return from the first dollar of income. 
• The child tax credit will be cut in half from $1000
to $500 per child. 
• The standard deduction will no longer be doubled
for married couples relative to the single level. 
• The dependent care and adoption tax credits will
be cut.
• The return of the Death Tax.
This year only, there is no death tax. (It’s a quirk!) For those
dying on or after Jan. 1, 2011, there is a 55 percent top death tax
rate on estates over $1 million. A person leaving behind two
homes, a business, a retirement
Largest Tax...
continued from pg. 1
continued on page 14
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Internet Service Providers Serving the I. E.
Ranked Alphabetically
Company Name E-mail Address # Subscribers I.E. Three Top Local Executive
Address Web Site Address Year Founded I.E. Major Title
City, State, Zip. Services Phone/Fax
AT&T WND Wireless, Denita Willoughby
1. 1150 S. Olive St. www.att.com 1976 Hi-Speed Internet, Vice President
Los Angeles, CA 90015 Y-Verse Television (800) 750-2355
Charter Business gail.kodoma@chartercom.com WND Telephone, Gail Kodoma
2. 4781 Irwindale Ave. www.charter-business.com Internet, Director of Sales
Irwindale, CA 91706 Cable TV (626) 430-3352
Cruznet hostmaster@cruznet.net WND Unlimited Time 56K Dial-Up and ISDN Shahram Manighalam
3. 215 E. Orangethorpe Ave., Ste. 333 www.cruznet.net 1994 Service, Full Service Web Hosting and Design, Director Network Operations
Fullerton, CA 92832 E-Commerce, High Speed Corp. Access (714) 680-6600/680-4241
Services: T-1, T-3 Leased Lines
Earthlink presslink@earthlink.net WND Internet, Kevin Brand
4. 1372 Peachtree St. www.earthlink.net Web Hosting, Chief of Consumer Products
Atlanta, GA 30309 T1/T3 Services (404) 815-0770
Inland Internet info@inland.net N/A Unlimited Dial-Up Access, Nancy Kiren
5. 27192-A Sun City Blvd. www.inland.net 1995 Web Design & Hosting, ISP Manager
Sun City, CA 92586 Business/Personal Accounts (760) 446-3501
Keyway Internet Services sales@keyway.net 2,000+ Dial-Up/DSL Services Travis Weden
6. 1030 N. Mountain Ave., Ste. 335 www.keyway.net 1995 Web-Hosting Services Sales Manager
Ontario, CA 91762 T1/T3 Services (909) 933-3650/933-3660
Linkline Communications, Inc. scaster@linkline.com 10,000 DSL/Hi-Cap Service, Steve Caster
7. 302 S. Milliken Ave., Ste. G1 www.linkline.com 1993 Dial-Up Service, VP/General Manager
Ontario, CA 91761 Web Page Hosting (909) 972-7000/972-7121
Qwest Communications Int’l john.coughlin@qwest.com WND Broadband John Coughlin
8. 445 S. Figueroa St., Ste. 2920 www.qwest.com Director of Marketing
Los Angeles, CA 90071 (213) 784-6003
Ultimate Internet Access, Inc. info@uia.net 10,050 Broadband, Wes Zuber
9. 4120 Jurupa Street, Ste. 212 www.uia.net 1996 Managed Firewall, President
Ontario, CA 91761 Hosting (909) 605-2000/605-2900
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COMMUNICATION SKILLS
Nine Body Language Dos and Don’ts to Win in the Business World
If you’re not winning the
jobs, clients, or sales you think
you deserve, you might want to
take a closer look at what you’re
saying—not just verbally, but
non-verbally. Sharon Sayler
explains that your body lan-
guage is just as important as the
words you use. She provides a
few helpful tips to help you move
(pun intended!) ahead of your
competition.
Today’s business world is
more competitive than ever. As
the economy continues to strug-
gle, competition for jobs,
clients, sales—you name it—
continues to be tight. If you’re
sure that you’ve been saying all
the right things, but you still
can’t get ahead, author Sharon
Sayler suggests you consider
what you’ve really been saying
to potential employers or cus-
tomers—not just verbally, but
non-verbally. She explains that
while you might be saying, “I’m
the person for the job,” the mes-
sage you’re conveying through
your body might be very differ-
ent.
“Have you ever heard the
expression, ‘It’s not what you’re
saying—it’s how you’re saying
it’?” asks Sayler.  “Well, that’s
true not only with verbal mes-
sages but with your unspoken
(nonverbal) messages as well.
Words are only a small part of
communication. The most influ-
ential parts of communication
are your non-verbals. And in an
ideas-based economy like the
one we have today, your ability
to influence others and get them
to really listen to you is what
will set you apart from the
majority in your profession or
industry. Your non-verbals play
an important role in making that
happen.”
What Your Body Says (and
how to master the message)
gives you the tools to fully mas-
ter your messages. Laying out
simple methods that are easy to
use (and remember, this helpful
guide offers a proven approach
based on Sayler’s years of
research and practice) you’ll
learn an array of techniques you
can use in a variety of situations,
allowing you to communicate
with more clarity, inspiration,
and influence.
“True communication goes
beyond words, and great com-
municators use every tool they
have to deliver their message,”
says Sayler. “When you have
control of your non-verbal lan-
guage, you can communicate
confidence with passion, per-
suasion, credibility, and can-
dor—factors that will help you
soar above your competition in
the business world.”
Read on for a few non-ver-
bal dos and don’ts:
Don’t fill the air with um,
ah, uh, and you know. It is nat-
ural to pause when you speak—
it gives you a chance to breathe.
What’s not natural is to fill the
silent pause with um, ah, uh, you
know, and other sounds. Verbal
pauses are distracting and mud-
dle what you are trying to say,
because the audience sees you
searching for the next words.
Meaningless extra syllables or
words make you look less intel-
ligent. Your message will be
more effective once you elimi-
nate them. This may take prac-
tice.
“If you say a word and hang
on it before you actually know
what you’re going to say next, it
becomes a bridge word,” says
Sayler. “The ums, ahs, uhs, and
you knows are warning signs
that you need to breathe. When
you run out of oxygen and your
brain starts feeding unintelligi-
ble words to your mouth, stop
talking and start breathing.
Working to eliminate the verbal
pause may feel uncomfortable at
first. However, the number of
times you use it will decrease
the more you practice. Practice
often means saying a verbal
pause and noticing that you did
it. If you catch yourself doing it
less often, then you are making
progress. Eventually, the silent
pause will replace the verbal
pause. Remember, you don’t
have to fill every minute of air-
time with noise.”
Don’t use the fig-leaf pose.
By placing your hands to
cover the groin region, you’re
making yourself look visually
smaller. “When you place your
hands in the fig-leaf pose, your
body says, ‘I’m harmless,’ or,
‘I’m afraid,’” explains Sayler.
“Not exactly the way to convey
the level of confidence that a
new employer might want to see
in a new hire or that a client
wants to see in the genius he
needs to help improve his busi-
ness.”
Do use hand gestures sys-
tematically. When we use only
words to convey our message,
we make it necessary for our
audience to pay very close
attention to what we say.
Using gestures systematically,
especially when giving direc-
tions or teaching, makes the
audience less dependent on
the verbal part of the presen-
tation. The visual reminder
created by gestures allows the
listener two ways to remem-
ber: auditory and visual. It
thereby increases the likeli-
hood of accurate recall.
Don’t put your hands in
your pockets. Thumbs hanging
off the pockets and hands deep
in both pockets both say some-
thing similar to the fig leaf hand
gesture, “Geez, I hope you like
me.” Hands deep in the pockets
jingling change say one of two
things, depending on context:
“Geez, I’m nervous and hope
you like me,” or, “Geez, I’m so
bored. Is this ever going to be
over?”
“Pockets and waistbands
can convey multiple meanings
depending on where the hands
or thumbs are placed,” says
Sayler. “Thumbs tucked in the
waistband usually say, ‘I am
staking my territory,’ which is a
gesture of power, not influence.
Thumbs displayed while the
hands are tucked in the pockets
say, ‘I know I am superior and I
believe I have dominance.’
Pockets and waistbands are not
a good place to rest your hands
in business situations. You want
to convey to those you work
with or hope to work with that
you are confident in yourself
and those around you.”
Don’t hide your hands
behind your back. Depending
on the situation, grasping your
hands behind your back can be
interpreted as meaning, “Geez, I
hope you like me,” or, “You bet-
ter fear me.” Neither interpreta-
tion leaves a very good impres-
sion of you so avoid this posi-
tion altogether. “This can be a
tough movement to break
because it feels so comfortable
and natural to us,” says Sayler.
“People often do not know what
to do with their hands, so they
will start with the fig leaf, and
then when they realize where
their hands are, they will quick-
ly move their hands behind their
backs. The best way to break
yourself of this habit is to prac-
tice being comfortable with your
hands straight down by your
sides—after all it is the natural
place for them to be. Take notice
of when you use this movement.
Once you know what kind of sit-
uation elicits this motion, you
can begin to consciously break
yourself of the habit.”
Don’t cross your arms.
This stance is most frequent-
ly understood to indicate upset
or discomfort. In business, oth-
ers often interpret it as, “I am
not open to discussion,” or, “I
continued on page 12
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STOCK CHART
Duff & Phelps, LLC
One of the nation’s leading investment banking and financial
advisory organizations. All stock data on this page is provided by
Duff & Phelps, LLC from sources deemed reliable. No recom-
mendation is intended or implied. (310) 689-0070.
Five Most Active Stocks
Advances 10
Declines 1
Unchanged 1
New Highs 2
New Lows 0
Monthly Summary
9/21/10
Notes: (H) - Stock hit fifty two week high during the month, (L) - Stock hit fifty two week low during the month, NM - Not Meaningful
American States Water Company 
Basin Water Inc. (H)
Channell Commercial Corp. 
CVB Financial Corp. 
Emrise Corp. 
Hansen Natural Corporation 
Hot Topic Inc. 
K-Fed Bancorp 
Outdoor Channel Holdings, Inc. 
Physicians Formula Holdings Inc. 
Provident Financial Holdings Inc. (H)
Watson Pharmaceuticals Inc. 
Watson Pharmaceuticals Inc. 20,840,630
CVB Financial Corp. 18,674,880
Hansen Natural Corporation 11,916,940
Hot Topic Inc. 6,980,880
American States Water Company 1,586,610
D&P/IEBJ Total Volume Month 61,277,270 
Ticker 9/21/10 8/31/10 %Chg. 52 Week 52 Week Current P/E Exchange
Close Price Open Price Month High Low Ratio
AWR
BWTR.Q
CHNL
CVBF
ERI
HANS
HOTT
KFED
OUTD
FACE
PROV
WPI
34.29 33.33 2.9 39.61 31.20 21.2 NYSE
0.002 0.003 -20.0 0.04 0.00 NM OTCPK
0.11 0.11 0.0 2.50 0.05 NM OTCPK
7.55 6.81 10.9 11.85 6.61 12.6 NASDAQGS
0.78 0.72 8.3 1.61 0.46 NM ARCA
45.67 45.04 1.4 47.96 24.01 20.7 NASDAQGS
5.46 5.18 5.4 9.96 4.58 42.1 NASDAQGS
7.92 7.81 1.4 10.39 7.26 30.5 NASDAQGM
5.70 5.31 7.3 7.45 4.31 NM NASDAQGM
3.17 3.15 0.6 4.23 1.74 NM NASDAQGS
5.81 5.35 8.6 9.17 2.43 46.5 NASDAQGS
43.85 43.07 1.8 45.15 33.88 19.9 NYSE
Company Current Beg. of Point %Change
Close Month Change
CVB Financial Corp.  7.55 6.81 0.74 10.9%
Provident Financial Holdings Inc. (H) 5.81 5.35 0.46 8.6%
Outdoor Channel Holdings, Inc.  5.70 5.31 0.39 7.3%
Hot Topic Inc.  5.46 5.18 0.28 5.4%
American States Water Company 34.29 33.33 0.96 2.9%
Company Current Beg. of Point %Change
Close Month Change
Physicians Formula Holdings Inc. 3.17 3.15 0.02 0.6%
Hansen Natural Corporation  45.67 45.04 0.63 1.4%
K-Fed Bancorp  7.92 7.81 0.11 1.4%
Watson Pharmaceuticals Inc.  43.85 43.07 0.78 1.8%
American States Water Company 34.29 33.33 0.96 2.9%
THE GAINERS
Top five, by percentage
THE LOSERS
Top five, by percentage
10681 Foothill Blvd., Suite 280 Rancho Cucamonga, CA 91730
Tel. (909) 980-0630   Fax. (909) 948-8674
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Date/Time Subject Location Contact Number
FREE Turning Good  Employees Into University of Redlands Inland Empire SBDC
October 5, 2010 Great Employees—Presented by School of Business (909) 888-9011
9 a.m. to 11 p.m. Fredericks Benefits, hosted by the 3601 Central Ave., Ste. 101 www.iesmallbusiness.com
Pre-Registration Required Inland Empire SBDC Riverside, CA 92506
FREE Incorporating Your Business Carolyn Owens Community Center Inland Empire SBDC
October 5, 2010 Presented by the Inland Empire SBDC, 13201 Central Ave., 2nd Floor (909) 888-9011
9 a.m. to 11:30 a.m. hosted by the City of Chino Chino, CA 91710 www.iesmallbusiness.com
Pre-Registration Required
$20 Develop Your Plan for Success High Desert SBDC High Desert SBDC
October 5, 2010 15490 Civic Dr., Ste. 102 (760) 951-1592
9 a.m.to 12 Noon Victorville, CA 92392 www.iesmallbusiness.com
Pre-Registration Required
$100 Writing A Business Plan Coachella Valley WBC Coachella Valley WBC
October 6, 13, 20, 27, 2010 Part 1-Introduction and Analysis Conference Room Kim Scanian
5:30 p.m. to 8:30 p.m. Part 2-Operations and Organization 77-806 Flora Rd., Ste. C (760) 898-1510
Pre-Registration Required Part 3-Marketing Plan, Part 4-Financials Palm Desert, CA 92211 kscanian@cvwb.org
$10 Fast Pitch Preparation Workshop Coachella Valley WBC Coachella Valley WBC
October 7, 2010 Conference Room Kim Scanian
5:30 p.m. to 7:30 p.m. 77-806 Flora Rd., Ste. C (760) 898-1510
Pre-Registration Required Palm Desert, CA 92211 kscanian@cvwb.org
$45 Export Trade Assistance Program City of San Bernardino Inland SBDC
October 13, 2010 A four part series for those businesses in or Office of Business Development (909) 888-9001
9 a.m.to 12 Noon want to enter into the Exporting Global Economy 201-B N.”E” St., Ste. 200 training@iesmallbusiness.com
Pre-Registration Required San Bernardino, CA 92401
FREE Corona Business Assistance Program Corona Public Library I. E. Women’s Business Center
October 13, 2010 Succssful Start-Ups High Desert Room (909) 890-1242
6 p.m. to 8 p.m. The ABC’s of Starting Your Own Business 650 S. Main St. www.iewbc.org
Pre-Registration Required Corona, CA 92882
FREE SBA Loan Fair Ontario Convention Center U.S. Small Business Admin.
October 14, 2010 (Immediately following the Small Business 2000 E. Convention Center Way Cheryl Lawrence
2:30 p.m. to 4:30 p.m. Faith-Based Summit) Ontario, CA 91764 (714) 550-7420
Pre-Registration Required www.sadoloanfair.eventbrite.com
$35 Entrepreneurship and University Cal State San Bernardino TriTech SBDC
October 14, 2010 Research Day 5500 University Parkway Marquise Jackson
8 a.m. to 6 p.m. San Bernardino, CA 92407 (951) 571-6480
Pre-Registration Required marquise.jaackson@rcc.edu
FREE How to Start Your Small Business Carolyn Owens Community Center Inland Empire SBDC
October 19, 2010 Presented by the Inland Empire SBDC 13201 Central Ave., 2nd Floor (909) 888-9011
9 a.m. to 11 a.m. Hosted by the City of Chino Chino, CA 91710 www.iesmallbusiness.com
Pre-Registration Required
FREE Day With An Expert Coachella Valley WBC Coachella Valley WBC
October 19, 2010 Meet with Carla Ulloa of CDC Conference Room Kim Scanian
9 a.m. to 12 Noon Small Business Finance regarding a micro loan 77-806 Flora Rd., Ste. C (760) 898-1510
Pre-Registration Required for your business and more! Palm Desert, CA 92211 kscanlan@cvwb.org
FREE Success on the Web Rancho Cucamonga Chamber of Commerce Inland Empire SBDC
October 21, 2010 Presented by the Inland Empire SBDC 7945 Vineyard Ave., Ste. D-5 (909) 888-9011
9 a.m. to 12 Noon Hosted by the City of Rancho Cucamonga Rancho Cucamonga, CA 91730 www.iesmallbusiness.com
Pre-Registration Required
FREE How to Start Your Small Business Moreno Valley Conference Center Inland Empire SBDC
October 27, 2010 Presented by the Inland Empire SBDC Alessandro Room A (909) 888-9011
9 a.m. to 11 a.m. Hosted by the City of Moreno Valley 14075 Frederick St. www.iesmallbusiness.com
Pre-Registration Required Moreno Valley, CA 92552
$45 Export Trade Assistance Program City of San Bernardino Inland Empire SBDC
October 27, 2010 A four part series for those businesses in or Office of Business Development (909) 888-9011
9 a.m. to 12 Noon want to enter into the Exporting Global Economy 201-B N. “E” St., Ste. 200 training@iesmallbusiness.com
Pre-Registration Required San Bernardino, CA 92401
$15 Economy Effects Upon Small Business Coachella Valley SCORE Coachella Valley SCORE
October 27, 2010 43-100 Cook St., Ste. 104 (760) 443-6507
6 p.m. to 8:30 p.m. Palm Desert, CA 92211 acteva.com/go.scorecv
Pre-Registration Required
FREE The Importance of Clearly West End Employment Resource Center Inland Empire SBDC
October 28, 2010 Defined Job Descriptions 9650 Ninth St., Room 2 (909) 888-9011
9 a.m. to 11 a.m. Rancho Cucamonga, CA 91730 www.iesmallbusiness.com
Pre-Registration Required
FREE Writing Your Business Plan San Bernardino Economic Inland Empire SBDC
October 28, 2010 Presented by the Inland Empire SBDC Development Agency (909) 888-9011
9 a.m. to 12 Noon Hosted by the City of San Bernardino 201 N. “E” St., Ste. 301 www.iesmallbusiness.com
Pre-Registration Required San Bernardino, CA 92401
$45 Export Trade Assistance Program City of San Bernardino Inland Empire SBDC
November 3, 2010 A four part series for those businesses in Office of Business Development (909) 888-9011
9 a.m. to 12 Noon or want to enter into the Exporting Global Economy 201-B N. “E” St., Ste. 200 training@iesmallbusiness.com
Pre-Registration Required San Bernardino, CA 92401
FREE A Business Growth Cost Rancho Cucamonga Economic R. C. Resournce Center
October 7, 2010 Reduction Workshop Resource Center Rooms 1 and 2 Hope Suhr
8:30 a.m. to 10:30 a.m. Presented by CMTC and 9650 Ninth St. (951) 246-0894
Pre-Registration Required San Bernardino WOrkforceInvestment Board Rancho Cucamonga, CA 91730 hsuhr@cmtc.com
FREE Federal Contractor Certification PAC RCCD Corporate Connection
October 12, 2010 152 E. Sixth St. Linda Martinez
10 a.m. to 12 Noon Corona, CA 92879 (951) 571-6459
Pre-Registration Required linda.martinez@rcc.edu
OCTOBER
MANAGEMENT TRAINING CALENDAR
200 W. Santa Ana Blvd., Ste. 700, Santa Ana, CA 92701
714.550.7420   |   www.sba.gov/ca/santa
Wells Fargo
Volunteer Day at
Community Action
Partnership of San
Bernardino County
Food Bank
Forty Wells Fargo employ-
ees stuffed grocery bags with
food for the needy on
Wednesday, Sept. 29th at
Community Action Partnership
of San Bernardino County
(CAPSBC) Food Bank located
at 678 South Tippecanoe
Avenue in San Bernardino.
Wells Fargo Community Affairs
Manager Robin Hought was on
hand for the Volunteer Day
event.   
The Wells Fargo team con-
sisted of volunteers from many
lines of their business including
their retail stores, business
banking, home mortgage and
more.  They packed food to go
out to needy people.  They
stuffed grocery bags with
USDA commodities for low-
income families. This is the sec-
ond Wells Fargo volunteer day
at the Food Bank this year.
Wells Fargo previously donated
$10,000 to the Kidz Fuel-Snack
Program at the CAPSBC Food
Bank.
“Our Wells Fargo team
members can make a huge dif-
ference in the communities
where we live and work by vol-
unteering while pursuing the
interests that team members are
most passionate about. We
always strive to promote the
long-term economic prosperity
and quality of life for everyone
in our communities. The
Community Action Partnership
of San Bernardino is an organi-
zation that Wells Fargo is proud
to volunteer and partner with. In
2009 Wells Fargo and Wachovia
team member volunteers con-
tributed a combined 1.23 mil-
lion hours to nonprofit and com-
munity organizations,” said
Robin Hought, community
affairs manager, Wells Fargo.
CAPSBC is the designated
Community Action Agency for
San Bernardino County charged
with providing programs and
continued on page 39
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The County of San Bernardino Workforce
Investment Board and Workforce Development
Department is ready to assist your business at no
cost with the following services:
• Recruitment assistance
• Funds to train new employees
• Labor market information
• Pre-screened qualified
applicants
• Access to a large applicant pool
• Facilities available for
recruitments
• Layoff prevention assistance
• Outplacement of laid-off
workers
• Hiring tax credits
FREE BUSINESS WORKSHOPS
9650 9th St., Rancho Cucamonga
To Register Call 951-781-2345 or visit www.iesmallbusiness.com
Attention Business Owners
San Bernardino County Workforce Investment Board Funds
Innovative Program
Improve Business...Create More Jobs!
5 Months of World Class Business Coaching at NO COST to you.
Funded by the County WIB to help YOU improve your business
and create more jobs in our county!
This is a VERY intense program suited for the business owner
driven by success!
Program includes:
• Business Health Assessment
• Goal Alignment Consultation
• Operational Plan Development
• Weekly Coaching to ensure plan implementation
• DISC Communication Assessments to improve teamwork
• Opportunity to grow profits save jobs
Program Funds are EXTREMELY Limited!
Call 951.543.9901 to see if you qualify!
The Uncertain Economy
By David Shulman
Senior Economist, UCLA Anderson Forecast
Against a backdrop of growing policy uncertainty, the economy
stalled in the second quarter with real GDP growing at a revised 1.6%
annual rate. Indeed, we forecast that the economy will continue to
crawl at a 1.4% rate in the current quarter and then grow at a very
tepid 2% growth rate for the following four quarters. With uncertain-
ty hovering over the economy like a gray cloud, we don’t visualize a
return to trend growth to approach 3% or so until late 2011. In this
environment, the unemployment rate will remain extraordinarily high
ending this year at 9.7% and 2011 at 9.5% very much in line with the
9.6% rate reported for August.
Given the huge decline in output that took place in 2008-09, the
economy should be growing at a 5-6% annual rate, not the 2% rate
that we now envision. What normally happens in a recovery is that
the proverbial baton is passed from government spending and inven-
tory restocking to housing, consumer spending and investment.
In this recovery, somewhere along the way the baton was dropped
as housing appears to have double-dipped and consumer spending
never really took off. Although it is hard to visualize a double-dip in
the quarterly housing start data, it is very evident in the collapse of
monthly existing home sales after the expiration of the homebuyer’s
tax credit. Whether housing is in a true double-dip or purely the result
of the tax credit pulling forward demand remains to be seen. To be
sure, equipment and software spending has remained strong, though
leading indicators of activity and corporate announcements suggest
that it too, will fall from its recent heady pace.
What Ails the Economy?
We have two broad explanations as to what is ailing the economy.
The first is the balance sheet recession hypothesis we outlined near-
ly two years ago which is broadly analogous, with the important
exception of the U.S. not experiencing a foreign exchange crisis, to
the analysis put forward by Carmen Reinhart and Kenneth Rogoff. In
their historical overview, “This Time is Different,” they outline the
history of eight centuries of financial collapses and come to the con-
clusion that recoveries from the bursting of debt fueled financial bub-
bles are invariably slow and are associated with unusually high
unemployment rates and an explosion in government debt. Sounds
familiar, doesn’t it? Simply put, because the balance sheet imbal-
ances engendered by the prior boom, it takes a long time for an econ-
omy to heal from a financial collapse. It certainly doesn’t have to be
as bad as the 1930s or Japan’s lost two decades, but in our and their
view a quick recovery to the semblance of the pre-boom normal is
not likely.
The recovery from the balance sheet recession is being exacerbat-
ed by an extraordinary increase in policy uncertainty which is ampli-
fying the usual economic uncertainties associated with recessions. As
early as December 2008 and almost continually thereafter the UCLA
Anderson Forecast has noted that fiscal, monetary and regulatory
policy uncertainties coming out of Washington, D.C. would limit
consumption, investment and hiring. In a way, policy making has
become “iatrogenic” in that instead of curing the economic disease it
is making it worse. Policy makers in Washington D.C. don’t seem to
understand that the decision of a firm to hire an employee is an
investment decision and therefore subject to all of the budgetary cri-
teria that goes into the buying of equipment. And remember, there are
no health insurance premiums associated with buying a computer.
The investment/hiring decision is subject to forecasts on the future of
tax, environmental, energy, finan- continued on page 19
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am annoyed.”
“People habitually cross their
arms over their chests when listen-
ing or waiting, so this gesture can be a hard one to overcome,” notes
Sayler. “Those who know us well may look at our arms across our
chest and make nothing of it, thinking, Oh that’s just what John does
when he listens. Since the crossed-arms gesture is one of the most
misinterpreted non-verbals, don’t do it. Why give others the chance
to misunderstand?”
Do know when to put your hands on your hips. This is a ready-
to-take-action gesture—think gunfight at the OK Corral. It makes
most people appear bigger, because they are actually taking up more
space. Yet, it is often given negative labels by others, such as mean-
ing you are annoyed, closed, or won’t listen, similar to placing your
arms across your chest.
“You have to be careful when you place your hands on your hips,
because it is interpreted differently depending on the situation,” says
Sayler. “It might be a great way to convey to a potential employer
after an interview that you are ready for the challenges ahead. But use
it during a difficult meeting with a client, and he might think you are
non-verbally voicing your annoyance with him. Again, it’s important
to be aware of when you are most likely to use this motion.”
Do remember the eyes have it. Of all the nonverbal messages
one can use, the eyes are the most expressive and really are the win-
dow to thoughts and emotions. Little or no eye contact is often
thought to be associated with lying, but this is not always true.
Experienced liars will look you right in the eye every time. It might
also indicate lack of self-esteem or interest. “Obviously, none of
these are messages you want to convey in your professional life,”
says Sayler. “To use direct eye contact in a business situation, posi-
tion your eyes between the listener’s eyes or just a bit higher. Imagine
a triangle with the base below the listener’s eyes and the peak of the
triangle at his mid-forehead. Keep your eyes in the middle of the tri-
angle to maintain a professional contact. As to how much or how long
to hold eye contact, take your cues from the other person: If he likes
a lot of eye contact, do the same. If the listener breaks eye contact on
occasion, it is acceptable to break eye contact to the same degree.”
Do stop fidgeting. Unintentional gestures are emotional reac-
tions or the result of the body’s desire for physical comfort and are
often lovingly called fidgets. Even though fidgets can calm us, those
pesky, jerky movements or anxious behaviors often make others
uneasy.
“Because they often become habits, they can be difficult to stop,
so people usually try to disguise them,” notes Sayler. “Adjusting a
cuff link, rubbing an earlobe, and picking lint off clothes are just a
few examples of the infamous fidget. The quickest way to calm your-
self without a fidget or two is by pushing your own internal fidget
reboot button: your breathing. Since you’re nervous—and fidgety or
anxious nonverbal behaviors are so automatic—it can take a bit more
effort to be aware you are doing them. If you know you will be enter-
ing a ‘fidget’ situation, make an effort to become consciously aware
of, and control, your breathing. Once you are aware, breathe with
low, full abdominal breaths. The purpose is to bring the carbon diox-
ide and oxygen levels back in balance. Remember to maintain low,
slow abdominal breathing.”
“When it comes to inspiring and influencing others, we can say
all the right words, but if our non-verbal postures send a different
message, that is what others will understand and take away,” says
Sayler. “True communication goes
Nine Body...
continued from pg. 8
continued on page 39
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After replacing all of the internal
wiring and phone lines, Conaway
found that the Charter voice, Cable
TV, and data services weathered the upgrade without a hitch.
Bundled Services Case Study: Yamaha of Cucamonga, Inc.
Clearly better voice, broadband
Fast installation was followed by reliable, high-quality service.
Right off the bat, Conaway noticed a marked improvement every
time he picked up the phone. “The clarity on the phone was much
better than before,” he said. “We used to have a lot of interference
and static. Now the phones are
crystal clear, and it’s quite
noticeable on our end just listen-
ing to a customer—it’s much
easier to hear them.” Another
plus for Yamaha of Cucamonga
was being able to keep the same
phone number.
“We put the package togeth-
er and looked at the cost savings, and it just made sense to do it.”
Perhaps more importantly, Charter Business® Internet service
has proven far more reliable
compared to Yamaha of
Cucamonga’s DSL line. “We
had quite a lot of outages with
the DSL service,” Conaway
said. The Charter cable modem
service is not only faster, “but it
appears to be far more reliable.”
That is crucial, given how
Internet-dependent Conaway’s business has become. Nearly all of his
inventory and vendor orders are managed online, and the store racks
up $40,000 monthly in online sales. Inside the store, the Charter data
connection feeds 13 sales workstations and the store’s main server.
“You really, literally, cannot run my business anymore without a
high-speed connection. When it goes offline, we’re down,” Conaway
said. “So reliability of that service is actually, from my perspective,
almost more important than the speed.”
Superior service
The great connections also extend to the customer support pro-
vided by Charter Business.  After making the switch over to Charter
services, Conaway hadn’t realized that unlike his old telco-powered
phone service, his Charter Business® Phone system didn’t require
dialing a “9” to get an outside line. That posed a problem for his
credit card transaction and security systems, so he immediately
called his Charter sales representative. It turns out all he needed to
do was reprogram those systems to eliminate the “9” when dialing.
“It was simply not knowing, and Charter handled it immediately,”
Conaway said. “It has been great.”
continued on page 39
Bundled...
continued from pg. 5
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Referral Exchange Network
Upgrade Your Business to Networking 3.0
www.ReferralExchangeNetwork.com  |  (800)-559-1736
Erin Wurtemberg, Rooted Growth
Thirty-three-year-old entrepreneur and
relationship marketing expert Erin
Wurtemberg is passionate about the solu-
tions she provides businesses. “I love to
motivate sales professionals and entrepre-
neurs to do business in a way that pro-
motes others.” Erin started her business,
Rooted Growth, in the spring of 2009.
After leaving an after-hours business
mixer dissatisfied and feeling uninspired,
she woke up that night with what she says
was like a lightening flash of a vision. “I just woke up and had a real-
ization that the only way a business can have lasting, residual growth
is if its roots are healthy and well-established.” With this new inspi-
ration, she began to seek opportunities to help light the entrepreneur-
ial path for other professionals. With several years experience in net-
working and business-building, Erin has gained much insight into
how to network and establish rooted relationships effectively. Her
management degree has also provided her with much knowledge in
the way of connecting people with information they need. Also a pro-
fessional massage therapist for just under a decade, Erin truly under-
stands what it is like to be in business for oneself.
Through one-on-one coaching and public speaking events, Erin
teaches sales professionals and entrepreneurs how to utilize simple
systems that will create established connections for lasting growth.
“Professionals really want to spend less time prospecting and more
time selling, and they don’t want to worry about losing clients.” The
primary philosophy that Erin teaches is the concept of giving for the
sake of giving. She speaks about the importance of being a source of
value to one’s clients, prospects, and business associates. Erin says,
“When you take the time to grow friendships that are deeply rooted,
and when you take the time to help others build their businesses, your
business succeeds. This is how you can become a power networker!”
Erin’s passion is simple: to motivate others to approach their
business marketing tactics on a deeper, more philosophical level. She
says the result is a business that is effortlessly able to attract the right
clients at the right time. With a confident smile, Erin reminds her
audience that, “you can turn your clients into referral evangelists!”
She says that while navigating the waters of promoting one’s busi-
ness can be tricky at times, the established, connected root system of
relationships is what will allow a business to grow in spite of those
hard times. She admonishes her clients to, “nurture relationships,
have an attitude of giving, and never look at a human being as a dol-
lar sign.”
Business Spotlight
Turner & Associates
Turner & Associates was found- continued on page 20
account, could easily pass along a
death tax bill to their loved ones.
Think of the farmers who don’t
make much money, but their land, which they purchased years
ago with after-tax dollars, is now worth a lot of money. Their
children will have to sell the farm, which may be their livelihood,
just to pay the estate tax if they don’t have the cash sitting around
to pay the tax. Think about your own family’s assets. Maybe your
family owns real estate, or a business that doesn’t make much
money, but the building and equipment are worth $1 million.
Upon their death, you can inherit the $1 million business tax free,
but if they own a home, stock, cash worth $500K on top of the $1
million business, then you will owe the government $275,000
cash! That’s 55% of the value of the assets over $1 million! Do
you have that kind of cash sitting around waiting to pay the estate
tax?
• Higher tax rates on savers and investors.
The capital gains tax will rise from 15 percent this year to 20
percent in 2011. 
The dividends tax will rise from 15 percent this year to 39.6
percent in 2011. 
These rates will rise another 3.8 percent in 2013.
Second Wave:
• Obamacare
There are over 20 new or higher taxes in Obamacare. Several
will first go into effect on Jan. 1, 2011. They include:
Largest Tax...
continued from pg. 6
continued on page 20
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MANAGEMENT
How to Deal With Difficult Co-Workers…and
What You Can Learn From Them
By Jill Cook-Richards
No matter where you’re
currently employed, you likely
have to deal with a few diffi-
cult co-workers on a regular
basis. Whether these people
test your nerves by being pub-
licly hostile, gossiping behind
your back, or being stubborn
and unyielding to new ideas,
they’re enough to make you
want to quit. But in today’s
economy, quitting any job is
simply not an option.
Therefore, your best bet is to
learn not only how to get
along with difficult people,
but also to learn a few lessons
from them.
Realize that no matter how
difficult someone seems,
working together harmonious-
ly is possible. With a little
self-reflection, understanding,
and patience, you can get
along with anyone. Following
are a few suggestions for mak-
ing difficult co-workers more
bearable.
Understand the dynamics
of business relationships.
Any workplace—from a
highly formal and technical
environment to a relaxed and
close-knit company—ulti-
mately becomes an extended
family. That doesn’t mean you
have to invite your co-workers
over for holiday dinners. It
simply means that people tend
to extend their personal rela-
tionships from their family to
their professional relation-
ships. In other words, if some-
one has a problem with their
mother or father, it’s probable
they’ll have a problem with
their male or female boss. If
they’re in a family where sib-
lings are jealous or competi-
tive, or where they’re bullied
by each other, that kind of
relationship will develop with
their co-workers. This phe-
nomenon is called transfer-
ence—whereby you transfer
your personal relationships
into the workplace. The best
way to overcome this is to
focus on your personal life
and make it as good as it can
be. Mend your personal rela-
tionships, talk out problems
with parents or siblings, and
get your home life in order. By
doing this, you’ll be stronger
to handle the work relation-
ships and will start transfer-
ring your positive personal
relationship aspects rather
than the negative ones.
Keep your work relation-
ships in perspective.
Whatever you do, don’t try
to make friends in the work-
place. Remember that you’re
there to do a job, not to make
friends. If you happen to work
with someone you like and a
friendship develops, that’s
fine. But don’t force it or think
you have to be friends with all
your co-workers. If you can
keep this concept in mind,
you’ll be able to look at the
relationship from a purely pro-
fessional perspective and keep
your emotions out of it. The
more you can leave your emo-
tions out of the workplace, the
more peace of mind you will
have there.
Commit to learning from
every relationship.
Every difficult person you
encounter in the workplace is
actually helping you learn
something you can use for
your future. For example, sup-
pose you have a boss who
undermines your efforts or
who berates you. You certain-
ly don’t like being treated like
that, so you make a mental
note that when you’re in a
leadership position you’ll
never act like that. This is
called learning by opposite.
When someone is displaying a
behavior you don’t like, you
become more aware of what
you want to do and who you
want to become as you move
up in the workplace. Learning
by opposite is very powerful.
So rather than let the difficult
people frustrate you, see them
as teachers who are helping to
shape you into the person you
want to become.
Take responsibility for
the relationship.
If you’re having a problem
with a difficult co-worker,
stop and look at your role in
the relationship. Are you play-
ing the “two wrongs can make
a right” game, where you do
something that you know will
set the person off just because
he or she annoyed you recent-
ly? Remember that every rela-
tionship is a two-way street,
so look at yourself and how
you’re contributing to the dif-
ficult behavior. Remove your-
self emotionally from the situ-
ation and concentrate on your
own strengths so you can
make the relationship less dif-
ficult. If the other person
doesn’t change or still blatant-
ly doesn’t like you, that’s
okay. Stop caring what others
think. The only thing that mat-
ters is what you think about
the other person. If you don’t
like the way you’re thinking
about someone, then make
some changes in your thinking
and internal dialogue. In the
end, the only person you can
change is yourself.
Accept the relationship.
Face it…difficult relation-
ships are a part of the business
world. Therefore, don’t look
for the elusive perfect work-
place. It simply doesn’t exist.
The best approach is to accept
that people think differently,
act differently, and respond to
situations differently than you
do. Then, do what you can to
look at the other side of the
fence. Get an understanding of
the other person’s point of
view or where they’re coming
from. This doesn’t mean you
have to agree with them or
like them. You just have to
accept that they have a differ-
ent way of handling stress or
approaching situations. When
you can make this mindset
shift, you’ll be more patient,
understanding, and forgiving
of others…and they won’t
seem as difficult anymore.
Ditch the Difficulties
Remember, none of your
co-workers were hired to
please you. Each person was
hired because they possess a
certain skill and can do a cer-
tain job—not because they are
friendly or easy to work with.
As such, a few difficult ones
are bound to be in the mix. So
don’t quit your job because of
your difficult co-workers or
even a difficult boss. Chances
are you’ll find the same kinds
of difficult people in your new
workplace anyway. Instead,
work to ease the difficult rela-
tionship by focusing on your-
self and your own mindset.
When you make yourself the
focus rather than the difficult
co-worker, you diffuse the
relationship and become both
happier and more productive
in all aspects of life.
For additional informa-
tion,  contact Jill at  (904)
396-4060 or e-mail
JillCookRichards@yahoo.com
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The Execution Solution: Five Trade
Secrets of Companies That
Consistently Get Things Done
If your organization is like so many others, it seems to have all
the ingredients for success firmly in place. A well-thought-out
vision? Check. A realistic strategy? Check. Skilled, highly engaged
employees, quality products and services, strong customer relation-
ships? Check, check, check. So why, in the face of everything you’re
doing right, can’t you deliver consistent results? Rick Lepsinger
sums up the answer with a concept he’s been studying for years: the
execution gap.
Lepsinger’s assertion is backed by hard evidence. OnPoint stud-
ied over 400 companies and found that 49 percent of leaders sur-
veyed reported a gap between their organization’s ability to formu-
late and communicate a vision
and strategy and its ability to
deliver results.
But this finding wasn’t the
surprising part. What really
shocked Lepsinger was that
only 36 percent of leaders
who thought their company
had an execution gap
responded positively to the
statement, “I have confidence
in my organization’s ability to
close the gap between strate-
gy and execution.” That
means a staggering 64 percent
of leaders who saw an execution problem didn’t believe their com-
pany could fix it.
“For companies struggling to pull themselves out of the ditch the
recession kicked them into, the inability to get things done is very
bad news,” he says. “If you can’t execute well, you’re not going to
be successful—and you might not be around for long.”
So here’s the question: If a clear and inspiring vision, a realistic
strategy, employee commitment, a skilled workforce, and high lev-
els of quality and customer service don’t lead to successful execu-
tion, what does? What sets the best apart from the rest?
Lepsinger’s research uncovered five characteristics and compe-
tencies, which he refers to as “The Five Bridges,” that enable people
to traverse the execution gap. It is these bridges that differentiate the
companies that are consistently able to get things done from those
that aren’t. (Lepsinger calls the former “Gap Closers” and the latter
“Gap Makers”—and he profiles some well-known examples of each
in his book.)
BRIDGE #1: The Ability to Manage Change
Change is inevitable. We all know that. However, despite their
sincerest efforts, many companies can’t seem to operationalize that
knowledge and turn it into positive action. And that’s a dangerous
shortcoming. Simply put, you can’t run a successful business if you
can’t adjust to changes in the marketplace.
“If you’re not flexible enough to bend with the winds of change
like a palm tree or a bamboo, you’ll snap in half like a Bradford pear
when the first storm comes along,” says Lepsinger.
A Gap Maker: Dell. Just as people can get stuck in a rut, so can
businesses. Dell developed “the Dell Way,” and its reluctance to
tread off of the beaten path cost it its customers. The company was
able to attract customers to its web- continued on page 19
What differentiates the
results-getters from the can’t-
get-it-done-ers? It’s not
strategy or vision or quality
or any of the other usual
suspects. Rick Lepsinger,
author of “Closing the
Execution Gap,” reveals five
research-based “bridges”
that set companies up for
success.
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Apple’s Applicable Apps
By J. Allen Leinberger
“There’s an app for that.”
That has become the motto,
the mantra, for the new age of
Apple social networking. Apps
are short for applications, which
used to mean programs. Back in
the last century people decided
that Microsoft was better than
Apple because there were more
programs for the PC. 
Apple people knew that was
silly because there are only so
many programs that anyone
needs. Back then a program was
loaded onto a 3.5” floppy disk
and put into a big box with a
thick instruction manual and a
lot of registration paperwork.
Today’s programs, or apps
are downloaded. Just go online
and press the button. You’ll be
asked how you are paying. You
may have an account like
PayPal, or you can just type in
your ATM card number. No
more boxes. No more trash to
accumulate. The download,
either programming or entertain-
ment, has become environmen-
tally correct.
Today, with the development
of smartphones and iPads, pro-
grams have become apps. And
apps have become anything that
can make your device do tricks.
Yes, your calendar and contact
list can be kept in several differ-
ent forms. You can check scores
and stocks and weather. Games,
which needed a big, sharp
screen, can be played on some-
thing as small as a 2-inch screen.
But there is more. Some apps
cost you money. Keeping track
of baseball scores and standings,
plus listening to the game as it’s
broadcast from either team’s
town in English or Spanish, is
just a part of the MLB.com At
Bat app. That costs about $15.
There are free sport’s apps, but
they don’t do as much. That TV
commercial for the gasoline
company that has funny excuses
for speeding really does exist,
and it is free. Once you’ve
played all of the liners, it’s not
funny
any more. 
Want to know when the
next Harry Potter movie comes
out? The next Twilight book?
Apps can count down the dates.
They will also count down for
Halloween and Christmas. 
First aid has a strong repre-
sentation—not just for you and
your family, but for your cats
and dogs as well. I can keep a
chart of my blood sugars for my
diabetes. I can get news from
FOX, the LA Times and the
Drudge report. I can check the
weather, both current and fore-
cast. Books come in either audio
or readable form. I can play
James Bond trivia. I can check
my car’s Kelly Blue Book value.
Lists all have apps. My daily
medicines can be checked. My
shopping list, my to-do list, my
family’s birthdays. There is one
to track your class schedule.
(Back in my day, I used a scrap
of paper.)
Then there are the social
media apps—Facebook, My
Space, Twitter and You Tube. Of
course, you can check your AOL
or Yahoo e-mails and run
through Google or any other
Internet access program. In fact,
I have a friend who has become
addicted to that farm program
app, and my Facebook page has
a daily litany of things she is
doing with sheep and blueberry
pies. Reviewing the Apple
iTunes App files, I find cate-
gories such as health and fitness,
education, gaming, productivity,
music, lifestyle, entertainment,
news, sports and reference.
There are more.
Add the functions of a phone
to these apps, and put it in your
pocket. It gives you access to
more than James Bond or Jack
Bauer ever dreamed of. As a
means of compensation, newer
mod-
els let you talk face-to-face with
loved ones. I guess that kind of
personal contact makes up for
the hours some people are
spending lost in the apps on the
newest device.
By the way, you should
know that not all apps work
everywhere. Many Apple apps
do not work on Blackberrys and
other phones. Some, like the
Droids, have apps of their own.
Even the iPod apps don’t neces-
sarily work on iPods.
That being said, the fact that
these smartphones and notebook
laptops and pad devices can do
what they do and connect us the
way they do, have a lot of great
things to be said for them. Just as
e-mail has kept me in touch with
my daughters up in Spokane,
today’s technology puts me right
into their lives.
I have to look back on things
like the CB craze of the seven-
ties and remind myself that, just
as CB was a miracle in its time,
today’s miracle apps may well
be replaced by something even
better 10 years from now. 
There is still no way to tell
the future. There is no app for
that!
COMPUTER
BUSINESS JOURNAL • PAGE 18 October 2010
COMMUNICATION IN BUSINESS
“Nailing” That Next Presentation
By John Fallon
Many recruitment and
human resource specialists
believe that a lack of presenta-
tion skills can be damaging to
career advancement. In a sur-
vey of over 300 businesses by
the Association of American
Colleges and Universities’
Leap initiative, 89% of
employers stated that they
want colleges to place more
emphasis on oral, written and
visual communication.
That percentage was higher
than any other skill, knowl-
edge, or ability.  Recent sur-
veys conducted by
Commispond Inc. (sponsored
by Avery Dennison) estimate
that more than 50 million pre-
sentations take place each day
across the world, with a major-
ity being poorly designed
and/or delivered. The final
result of this survey shows that
our ability to communicate
orally and visually is the single
most-needed attribute for suc-
cess in the business sector.
This is a new concept for
many of us. With the need for
communicating ideas and
information now becoming
everyone’s job, we realize that
public speaking and presenting
aren’t the same beast. When
compared to public speaking,
presentations make greater use
of visual communication,
demonstrations, interactive
audience participation, humor,
and have a higher entertain-
ment value. Presentations
demand applying a huge body
of knowledge and skills that
excellent presenters make look
natural, but in reality, it’s an
acquired talent. Seeing a final
presentation is just the tip of a
huge iceberg. The amount of
work and time that goes into
preparing what is seen and
heard is mind-boggling.
However there is good news.
Neither the knowledge nor the
skills are difficult to learn and
contrary to popular belief,
good presenters are made, not
born. Now, we have to ask our-
selves the question… do we
have the necessary skills to be
that “good” presenter?
For those of you who need
a few helpful hints in becoming
good presenters, remember that
most “total package” presenta-
tions are developed and
designed from three areas: the
message, the messenger and
the medium.
The Message:
1.  To determine your mes-
sage, find the “core” idea you
want your audience to remem-
ber, then develop three to seven
points that will support your
message.
Remember, the amount of
points you have may be deter-
mined by the amount of time
you have to present. Don’t
have more than seven points
because your audience will
become overwhelmed with
information. “Twitterize” your
information and make it “short
and sweet” for the audience to
absorb. Try to have no more
than three points per presenta-
tion, that way you’ll know
you’re delivering all the right
information in small packets.
2.  Be sure to incorporate
personal stories into the mes-
sage. Even though it’s cliché,
the adage, “a picture is worth a
thousand words,” is still viable
today. When you’re using sto-
ries, you’re creating “mental”
images for your audience.
People love stories, and when
you conversationalize your sto-
ries and “tell” them like a sto-
ryteller, you’ll create emotion-
al  attachments between you,
your audience and the topic.
Remember, emotion wins over
logic!
3.  Make sure that you have
a good “opening hook” (an
attention getter for the audi-
ence), several “timely grabs”
(similar to opening hooks but
found spaced throughout your
message) and a “call to action”
(which is what you want to see
your audience do as a result of
your presentation). In any pres-
entation, you want to immedi-
ately get the audience’s atten-
tion, keep their attention
throughout the presentation
and excite them enough so they
want to take some type of
action at the end of your pres-
entation. A good presentation
generates excitement on many
different levels.
The Messenger:
1.  The physicals and
vocals of your presentation
will be what helps you create a
relationship with your audi-
ence, so use your facial expres-
sions, vocal inflections, ges-
tures and body movements to
develop that relationship and
reflect the content of your mes-
sage. Incorporate all your
vocals and physicals into the
storytelling process, they’re
part of your story as well.
2.  Find those qualities
about your presentation deliv-
ery techniques that are going to
distract your audiences. Audio
tape yourself and really listen
to the quality of your voice.
There really are certain voice
types that turn an audience off
and once they’re off, the mes-
sage is pointless. Video tape
yourself to see exactly what
you’re doing on the platform in
front of an audience. Now, re-
play the recording in “fast for-
ward” and if you’re moving all
over the stage, chances are
your movements are going to
distract your audience.
3.  Dress for success and
your role. You are the presenter
and even though the presenta-
tion isn’t about you, dress so
you physically and visually
create no distractions that will
cause your audience to lose the
message.
The Medium
1.  With whatever software
you’re using to create and
deliver your “digital story-
telling,” make sure that the
technology doesn’t become the
focus of your presentation.
Moving text, transitions and
other pointless animations real-
ly don’t do anything to enhance
the presentation. As a matter of
fact, it can cause so much dis-
traction that the audience loses
the message entirely.
2.  Use images on slides in
place of text to support your
message. Most audiences will
remember images before
they’ll remember text, charts
and statistics. Also make sure
that you use quality images.
There’s nothing worse than
looking at a screen with a fuzzy
or blurred picture.
3.  Design your digital sto-
rytelling support material last.
In most cases when people are
told to deliver a presentation,
the first thing they do is open
up the software, create the sup-
port and THEN develop the
message. Start with pen and
paper first and end with the
technology. The message
should drive the digital story-
telling, not the other way
around.
Follow these guidelines
and make every presentation
your best!
For more information,
please visit www.johnfallon-
presents.com or call
864.933.2633
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cial, labor and healthcare policies.
At the present time, business
firms can only make the wildest
guesses as to what corporate and individual tax rates will be next year
and for that matter three years from now, what the cost of healthcare
will be, whether or not there will be a revived cap and trade policy
with respect to carbon emissions or whether the Environmental
Protection Agency will step in with regulations of their own absent a
statute and whether it will be easier or more difficult to hedge risks
with financial derivatives. This is not to say that policy changes with
respect to healthcare, finance, taxation and energy are not needed, but
rather the implementation of those policies are likely to have signifi-
cant short-term costs.
Furthermore, it certainly does not help to have the perception,
true or not, that the Administration is at best ignorant of business or
at worst, hostile to business. For example, Intel CEO Paul Otellini
noted in a widely commented upon speech, “…then the next big thing
will not be invented here. Jobs will not be created here.” He went on,
“I think the group does not understand what it takes to create jobs. I
think they are flummoxed by their experiment in Keynesian econom-
ics not working.” Indeed the Minutes of the Federal Reserve’s Open
Market Committee for August 10th comment, “A number of partici-
pants reported that business contacts again indicated that their uncer-
tainty about the fiscal and regulatory environment made them reluc-
tant to expand capacity.”
With respect to fiscal policy, the Obama Administration is on
track to pile up a record decade of deficits. Somewhere along the way
taxes will have to increase substantially, an inevitable policy uncer-
tainty, and entitlement spending will have to be cut radically. In the
meantime fiscal policy is not working the way it is supposed to be.
Instead of spending with alacrity, consumers are saving to repair their
stressed balance sheets and where consumption and investment are
rising, a significant portion of it is coming in the form of increased
imports. Stimulus in America is turning out to be great news for the
exporters of China and Germany.
Conclusion
In an economy wracked by a post financial bubble environment
and living in a theme park of policy uncertainty, we forecast very
sluggish growth accompanied by high unemployment. As time pass-
es the economy will naturally heal and the policy uncertainties will
resolve themselves to allow growth to return to a 3% path causing
unemployment to begin a long awaited downward trajectory. We
forecast that these more ebullient trends will become noticeable by
2012. A real reduction in policy uncertainty would go a long way
toward that end.
The Uncertain...
continued from pg. 11
site with low-cost offers that
required the buyer to make addi-
tions in order to have the best com-
puter (which meant the price would end up being more than the orig-
inal low-cost offer). But when tons of affordable computers with all
of the bells and whistles that consumers wanted became readily
available through other online outlets and retail stores, consumers
didn’t have to go to Dell to get a “custom-made” computer.
Here’s where Dell turned a problem into a huge problem. When
its leaders realized they were losing business to competitors, they
fell back on a practice that had always worked for them before: they
cut costs to maintain market share. One area that suffered was cus-
tomer service, which had originally been one of the company’s
biggest strengths.
“Dell created a customer service nightmare,” says Lepsinger.
“It’s recently made changes to get back on course, but once you’ve
lost consumer confidence, it can be hard to get it back.”
BRIDGE #2: A Structure That Supports Execution
Simply put, successful organizations strike the right balance
between centralization and decentralization. Many companies go to
great lengths to develop an exciting vision, create a realistic strate-
gy, and get employees engaged. But then they just assume the cur-
rent organizational structure and systems will support the new strat-
egy. Often, it’s just not true.
And structure isn’t just about efficiency, says Lepsinger. A good
one enhances accountability, coordination, and communication.
Plus, it ensures that decisions are being made as close to the action
as possible. These are all key components of getting things done.
A Gap Closer: Hewlett-Packard. When Mark Hurd became CEO
of Hewlett-Packard, he was constantly asked if he thought acquiring
Compaq was a good idea. His answer? The question is irrelevant.
Basically, Hurd said what’s done is done, and his job now was to
find a way to make it work. He did just that when he reorganized the
company into three divisions, each with its own sales force (with the
heads of the divisions responsible for sales). He also reorganized the
IT function. Instead of having 85 data centers, he centralized them
into three.
“Hurd decentralized the sales force and centralized the IT func-
tion of the company,” says Lepsinger. “This is the opposite of the
way the company was organized before, and it ensured the organiza-
tional structure would be better aligned with the business strategy.”
BRIDGE #3 : Employee Involvement in Decision-making
Admittedly, this is a controversial notion. Some leaders view
involving employees in decision-making as a sign of weakness.
Others fear giving up control. In reality, though, the world is too
complex for any leader to go it alone. To make good decisions, you
must seek out the perspectives of a wide range of people—and who
knows better than employees what the closest-to-the-ground issues
are?
“Involving employees in decisions gets them focused on gener-
ating solutions to problems rather than complaining or waiting to be
told what to do,” notes Lepsinger. “It creates a valuable sense of
ownership.”
A Gap Maker: The NBA. When the National Basketball
Association (NBA) tried to introduce a new basketball, guess who
they forgot to involve in the decision: the players. That’s right. The
NBA came up with a new ball design and never once asked the play-
ers how they liked it while it was in development. There’s no reason-
able explanation for this faux pas. Asking the players would have
increased the quality of the ball itself and the acceptance of the “new
ball” decision.
The Execution...
continued from pg. 16
continued on page 31
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ed by Rufus L. Turner, A.I.A.in
1964 in Claremont and later formed
Architectural Interiors Inc. as a sis-
ter organization. Since then they have been part of the growth and
evolution of Southern California and the Inland Empire with work
done on buildings for banking institutions, medical facilities, schools,
universities and colleges as well as commercial, industrial buildings
and residences across Southern California.
Rufus Turner, born and raised in Texas, graduated from Texas
A&M University with degrees in both architecture and architectural
construction. He worked for Millard Sheets in Dallas, Texas and then
moved to California to continue working with him on such projects
as Home Savings and Loan buildings, Scottish Rite temples and other
banks.
When he decided to go on his own, he founded Turner and
Associates continuing a tradition of excellence in architecture and
interior design—expanding the scope of services to be rendered to
include commercial, institutional and residential buildings. It is based
on this tradition that they have incorporated the latest technology to
the vast experience and collective talent of architects and designers—
bringing creative, efficient and cost effective designs.
Turner...
continued from pg. 14
•The “Medicine Cabinet
Tax”
Thanks to Obamacare,
Americans will no longer be able to use health savings account
(HSA), flexible spending account (FSA), or health reimburse-
ment (HRA) pre-tax dollars to purchase non-prescription, over-
the-counter medicines (except insulin).
• The “Special Needs Kids Tax”
This provision of Obamacare imposes a cap on flexible
spending accounts (FSAs) of $2500 (Currently, there is no feder-
al government limit). There is one group of FSA owners for
whom this new cap will be particularly cruel and onerous: par-
ents of special needs children. There are thousands of families
with special needs children in the United States, and many of
them use FSAs to pay for special needs education.
Tuition rates at one leading school that teaches special needs
children in Washington, D.C. ( National Child Research Center )
can easily exceed $14,000 per year. Under tax rules, FSA dollars
can not be used to pay for this type of special needs education.
• The HSA (Health Savings Account) Withdrawal Tax
Hike.
This provision of Obamacare increases the additional tax on
non-medical early withdrawals from an HSA from 10 to 20 per-
cent, disadvantaging them relative to IRAs and other tax-advan-
taged accounts, which remain at 10 percent.
Third Wave:
• The Alternative Minimum Tax (AMT) and Employer
Tax Hikes
When Americans prepare to file their tax returns in January of
2011, they’ll be in for a nasty surprise—the AMT won’t be held
harmless, and many tax relief provisions will have expired.
The major items include:
The AMT will ensnare over 28 million families, up from 4
million last year. According to the left-leaning Tax Policy Center,
Congress’ failure to index the AMT will lead to an explosion of
AMT taxpaying families—rising from 4 million last year to 28.5
million. These families will have to calculate their tax burdens
twice, and pay taxes at the higher level. The AMT was created in
1969 to ensnare a handful of taxpayers.
• Small business expensing will be slashed and 50%
expensing will disappear.
Small businesses can normally expense (rather than slowly-
deduct, or “depreciate”) equipment purchases up to $250,000.
This will be cut all the way down to $25,000. Larger businesses
can currently expense half of their purchases of equipment. In
January of 2011, all of it will have to be “depreciated.”
• Taxes will be raised on all types of businesses.
There are literally scores of tax hikes on business that will
take place. The biggest is the loss of the “research and experi-
mentation tax credit,” but there are many, many others.
Combining high marginal tax rates with the loss of this tax relief
will cost jobs.
• Tax Benefits for Education and Teaching Reduced.
• The deduction for tuition
Largest Tax...
continued from pg. 14
continued on page 36
fourth development in the City of
Chino over the past five years. The
firm was recognized by the City as
the recipient of the 2009 “Best Industrial Development” award for
their 5th Street Industrial Park project. 
Miestro Ventures LLC Paid for Industrial Facility
In Riverside, Miesto Ventures LLC paid $2.7 million for 719
Palmyrita Avenue, a 70.7k-square-foot ($38/sf) industrial facility on
4.3 acres of land. Miesto purchased the property, built in 1999, as an
investment and has leased it out to a single tenant. 
Robert Jimenez, Craig Yocum and Robert Albrecht of Delmar
Commercial represented the seller, Cousins Ranch Company LLC, in
the transaction. Ryan Campbell and Ryan Athens of Grubb & Ellis,
along with Tony Naples of Lee & Associates, repped the buyer. 
CT Realty Venture Closes on Inland Empire Industrial Buy
CT Realty Investors has acquired the Archibald Business Center,
a 231.4k-square-foot, Class A industrial building in Ontario, for $9.5
million ($41/sf). The property was purchased from Bixby Land Co.
through a joint venture between CT Realty and Dallas-based
Behringer Harvard Opportunity REIT II Inc. 
The Ontario property represents CT Realty’s second Inland
Empire purchase in as many weeks. CT and Behringer Harvard, in
conjunction with additional joint venture partners Westcore
Properties Inc. and Pacific Coast Capital Partners, recently acquired
the 1.4 msf Cajon Distribution Center in San Bernardino. 
Archibald Business Center,
Real Estate...
continued from pg. 2
continued on page 28
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munity cable television series
that will feature some of the
most interesting, exciting and
inviting locations in the two-
county area. The program – a
cooperative effort by multiple
cities including Rancho
Cucamonga – will allow view-
ers to see and hear about many
of the attractions and amenities
available in the Inland Empire.
A total of 24 episodes will be
produced for the program’s first
season, highlighting multiple
Inland Empire locations in every
episode.
Much of the fresh, unique,
man-on-the-street approach for
Inland Empire Explorer can be
credited to the show’s host, Joel
Greene, a television veteran
who created and has hosted and
produced more than 120
episodes of the nationally syndi-
cated PBS program “Curiosity
Quest.”  That show began in
2001 as a cable program
designed to
bring families
together through
quality entertain-
ment.  Inland
Empire Explorer
may do much of
the same for
regional resi-
dents and visi-
tors as well.
The Rancho
C u c a m o n g a
Redevelopment
Agency (on
behalf of the
city) became involved in the
Inland Empire Explorer project
to supplement some of its
tourism-related marketing
efforts that focus on regional
tourism.  It is anticipated that
the fresh and fluid “hit-the-
road” TV format will provide
viewers with a glimpse of differ-
ent local venues and encourage
them to get out and explore all
that Rancho Cucamonga (and
the IE) has to offer.
Filming has already begun
for some of the Rancho
Cucamonga segments, which
will include the Victoria
Gardens Regional Town Center,
Bass Pro Shops Outdoor World
and The Wine Tailor.  Other
attractions and venues will be
added to the roster of Rancho
Cucamonga locations, and pro-
duction activities for these ven-
ues will take place in the weeks
to come. 
The Inland Empire Explorer
segments should be completed
and aired in early fall, and each
episode will be cablecast on
every participating community’s
local government access chan-
nel (Channel 3 in Rancho
Cucamonga) so that residents
throughout the Inland Empire
will be able to view the pro-
gram.  Residents who may not
have access to local government
channels will still be able to see
the Rancho Cucamonga seg-
ments on the Redevelopment
Agency’s YouTube Channel
after airing, and all segments
will be made available on the
Inland Empire Explorer website
following their air dates.
One of the best things about
the new Inland Empire Explorer
TV program is that residents
will be able to see many of the
Inland Empire’s sites and
sounds that they will also be
able to visit in person.  And, as
viewers will soon see, there are
quite a few.  So, get ready to
tune in and explore your IE
world!
Explore...
continued from pg. 1
Joel Greene, host of the new local television pro-
gram “Inland Empire Explorer,” chats with
Victoria Gardens General Manager Christine
Pham during production of a Rancho Cucamonga
segment.
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Ontario Airport Hilton Hotel
Casino night to benefit “I Hope”and the Thanksgiving Day gifts program.
Prepaid Admission $20.00 | Admission At Door $25.00
C A S I N O N I G H T
1 0 / 2 2 / 2 0 1 0
If you only attend ONE business mixer this year,
this is the one!
Are you looking for a LARGE diversity of sharp business owners or busi-
ness professionals?
Are you tired of cold calling and want to funnel in HOT BLAZING leads?
If you said “YES” to the above, then you must attend!
This event is like no other..We will have tons and tons of business owners
and professionals attending this event on October 22nd!
Come join local business organizations for the MEGA MIXER business
networking event! Network with business people representing many, many
industries and companies in and around Inland Empire and Los Angeles’ area.
REN- MEGA MIXER is an opportunity to reach small to large companies, meet
new clients and learn how different the REN organization can make your busi-
ness expand.
What is the REN-MEGA Mixer? The MEGA MIXER is an event where
business owners and professionals are representing companies of all industries,
offering an array of qualified and professional referrals. It is an opportunity to
network with business owners and professionals to explore our core philosophy
which is based on real relationship building, integrity, and collaborative partner-
ships that will stimulate the local community.
Is this event a good fit for my company? We firmly believe that most
companies have their place at our events, as networking is the foundation for all
business growth.
What will you gain?
• Join local business organizations
• Network with businesses representing hundreds of industries
• Rub shoulders with Inland Empire and Los Angeles’ people to boost 
your business
• Reach small to large companies
• Meet NEW clients
• Make your business GROW!
Who Should Attend?
• Small to large business owners
• Entrepreneurs
• Independent Consultants
• Business Professionals
• Business Start Ups
For more information:
Call: 909-251-6066
megamixer@referralexchangenetwork.com
www.renmegamixer.com
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Lake Elsinore outlet mall donates retail space to nonprofit
Lake Elsinore Outlets has
found a creative use for some
vacant storefront. The outlet
mall is donating it to the
Temecula Valley Young
Marines, an educational non-
profit for youth with a focus on
service.
The group has begun meet-
ing in empty shopping center
space for their indoor programs
for boys and girls from ages
eight through high school. The
group, which has 64 members
currently and 40 more on a wait-
ing list, has grown out of its pre-
vious meeting spaces in Vail
Lake Resort and Murrieta Fire
Station No. 1.
Retail centers are finding
other ways of using vacant
space. Shopping centers around
the country have been bringing
in a broader mix of tenants, such
as doctor’s offices and other
service-related businesses, or
call centers.
Retailers, too, are taking
advantage of recession-level
rents, snapping up temporary
space for a growing number of
“pop-up” stores. Toys R Us is
opening 600 temporary express
stores around the country this
holiday season. On a smaller
scale, the Wet Seal is testing a
new denim-focused store con-
cept with a pop-up store called
Blink in Riverside’s Galleria at
Tyler.
Young Marines’ members
come from Temecula, Menifee,
Hemet, Canyon Lake and other
Inland locales and perform more
than 300 hours of volunteer
service each year.
Stephanie Guiles, adjutant
for the Young Marines, said the
group is “thrilled” to have the
space. “This indoor space with
our outside field training area in
De Luz gives us the opportunity
to keep a well balanced pro-
gram,” Guiles said in a news
release.
County. “We will help put more
of our county’s residents to
work by providing training that
will not only help people devel-
op new skills, but will also
empower businesses to grow
with a better skilled workforce.”
Implemented by the coun-
ty’s Workforce Development
Department, this program reim-
burses participating employers
from 50 to 90 percent of the
wages paid for an agreed upon
period during the time an
employee is trained in a new
job. Job seekers need to be San
Bernardino County residents
and enrolled at one of the coun-
ty’s three Employment
Resource Centers, located in
Rancho Cucamonga, San
Bernardino and Hesperia.
Employers can contact the
Employment Resource Center
by calling (800) 451-JOBS.
Jon Novack, co-owner of
Patton Sales Corporation in
Ontario, participated in last
year’s on-the-job training pro-
gram. At the time, he and busi-
Emergency...
continued from pg. 1
continued on page 37
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Interconnect/Telecommunications Firms Serving the Inland Empire
Ranked by Number of Employees in the Inland Empire
Company Name Employees: Year Offices: Major Brands Top Local Executive
Address Inland Empire Established in Inland Empire Carried Title
City, State, Zip Companywide Inland Empire Companywide Phone/Fax
E-Mail Address
Verizon 2,600 1952 5 Adtran, Alcatel-Lucent, na
1. 1200 Lakeview Canyon Rd. 25,000 3 Headquarters Cisco, Nortel
Thousand Oaks, CA 91362 (800) 201-1452
www.verizon.com/business
Charter Business 78 2 Most Major Brands Chris Riggs
2. 6680 View Park Ct. Account Executive
Riverside, CA 92503 (951) 675-5916
10768 Foothill Blvd. chris.riggs@chartercom.com
Rancho Cucamonga, CA 91730
TW Telecom 26 1993 4 WND Dan Cross
3. 3281 Guasti Rd., Ste. 350 2,850 75 VP/GM
Ontario, CA 91761 (909) 605-5734/456-3650
www.twtelecom.com
Edison Carrier Solutions 25 1999 1 3,600+ Fiber route mile network for high capacity data transport. Lisa Swenerton
4. 4900 Rivergrade Rd. 110 3 SONET, Managed Wavelength, Dark Fiber, Cell Site Backhaul, GM
Building 2B, First Floor and Wireless Site Development (626) 543-8156
Irwindale, CA 91706 www.edisonconnect.com
Accent Computer Solutions Inc. 24 1995 2 VoIP, Toshiba, Cisco Marty Kaufman
5. 8438 Red Oak St. President
Rancho Cucamonga, CA 91730 (909) 481-4368/481-4376
info@teamaccent.com
Business Telecommunications Systems, Inc. 20 1981 1 Shoretel, Larry Lavorgna
6. 549 W. Bateman Circle N/A 1 Toshiba, LC Allworx, President
Corona, CA 92880 Avaya, Tadiran (951) 272-3100/493-3033
www.bts1981.com
Extenda Communications, Inc. 20 1970 1 VoIP, MyIntel, Samsung Russell Schmidt
7. 37687 Bankside Dr. 30 2 Managing Director
Cathedral City, CA 92234 (800) 640/2411/(818) 785-6623
cs@teamextenda.com
Phone Systems Plus 12 1986 NEC, Ron Kohl
8. 12780 Court St., Ste. C 2 Microsoft, President
Poway, CA 92064 Novell (888) 552-2600/(858) 679-3910
www.psplus.com
Triton Communications, Inc. 12 1982 1 NEC Vito M. Tasselli
9. 663 Brea Canyon Rd. 25 2 President
Walnut, CA 91789 (909) 594-5895/598-2832
vito@tritoncomm.com
Intellisys Communications, Inc. 10 1992 1 Nortel Networks, Toshiba, Robert Saldivar
10. 10700 Jersey Blvd., Ste. 110 Allworx, Samsung, VolP System President
Rancho Cucamonga, CA 91730 (909) 483-1928/(909) 483-1938
www.intellisyscom.com
Comtel Communications 5 1999 1 VolP, Aspire, NEC Bill Roufe
11. 1119 Milliken Ave., Ste. D President
Ontario, CA 91767 (877) 636-3485/(877) 636-3485
bill@comteldata.com
Inter-Tel Technologies, a Mitel Co. 2 1982 0 Inter-Tel Ross Jones
12. 1251 E. Dyer Rd., Ste. 100 990 32 AVT, Active Voice, Branch Manager
Santa Ana, CA 92705 Toshiba, Mitel (714) 283-1600/283-2600
www.mitel.com
University Communications 2 1985 1 AT&T, Lucent, Norstar Medridan, Gale Medina
13. 15068 Avenida Flores Toshiba President
Chino HIlls, CA 91709 (800) 244-2217/597-7198
gamedina@verizon.net
Qwest Communications Int’l WND 1986 WND Cisco, Nortel, Juniper John Coughlin
14. 445 S. Figueroa St., Ste. 2920 Director of Marketing
Los Angeles, CA 90071 (213) 781-6003
john. coughlin@qwest.com
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MANAGEMENT II
An Unlikely New Business Buzzword:  It’s Time to Stop Obsessing Over
Numbers and Start Nourishing—Yes, Nourishing—Your Culture
So your employees are in a
funk and you can’t seem to pull
them out of it? According to
best-selling author Jon Gordon,
whose new book, “Soup,” has
just hit the bookstores, you’re
focused on the wrong things. By
building engaged relationships,
you can revitalize your compa-
ny culture and build a winning
team.
Despite all the hopeful talk
of “recovery,” it seems clear
that Corporate America is stuck
in the recession muck and can’t
pull itself out. We’re trying to
survive the “new normal”—
working twice as hard for the
same (or worse) results—and at
many companies, the anxiety is
almost palpable. Yes, employ-
ees are in a funk and, not sur-
prisingly, their performance is
suffering. Most managers get
the connection. But we’re so
busy racing through the day we
can’t slow down to worry about
little things like how employees
feel.
And that, says best-selling
author Jon Gordon, is the heart
of the problem. How employees
feel collectively adds up to cul-
ture, and culture isn’t a “little
thing” at all. It’s what will ulti-
mately pull your company out
of its slump—or not.
“Here’s what happened,”
explains Gordon, author of
“Soup: A Recipe to Nourish
Your Team and Culture.”   “For
years, managers were focused
on the numbers, and the num-
bers were good. So morale was
up and everyone was happy. But
then the recession hit and the
numbers went down. Well,
when you’re focused on num-
bers and they’re going down,
morale also goes down. So does
engagement—and so does per-
formance.
“This has thrown managers
into a quandary,” he adds.
“They’ve always led by the
numbers, and it’s not working
anymore. Trying to meet the
same numbers and not succeed-
ing only creates fear. They need
to change their leadership
focus, and most of them don’t
know where to begin.”
The new focus, explains
Gordon, should be on culture. It
should be on purpose and
morale and loyalty. And all of
that boils down to two words:
engaged relationships.
“Engaged relationships are
interactive, collaborative, and
meaningful,” he says. “They are
also essential: To effectively
lead, coach, work with, or live
with someone, you must truly
know and have a strong bond
with them. No matter how busy
you are, you’re not too busy to
create these bonds. You can’t
afford to be that busy.”
Jon Gordon offers a few key
insights on building engaged
relationships:
• Busyness and stress
are a manager’s two worst
enemies. They sabotage our
efforts to build engaged rela-
tionships. With projects to com-
plete, to-do lists to accomplish,
goals to hit, and outcomes to
achieve, life can feel like we are
on a runaway bus in the movie
“Speed,” says Gordon. We’re
driving through life at 100 miles
per hour and instead of taking
the time to get people on our
bus, we run them over. We
become so focused on creating
success that we don’t make the
time to develop the relation-
ships that lead to true success.
“In times of busyness and
stress the brain goes into sur-
vival mode and we stop think-
ing about serving other people,
mentoring them, and helping
them thrive,” he says. “This is
where we drop the ball. Just
when we need to be the most
engaging, we become the least
engaging. What our employees
need the most, we’re delivering
the least. And so the problems
grow and multiply. It’s a perpet-
ual cycle.”
• Where there’s a void
in communication, negativity
fills it. Recovery or no recov-
ery, these are uncertain times.
Employees are wondering
what’s going to happen next,
whether their job will be
impacted, what action to take.
That uncertainty creates a void.
Unless you, the manager, fill the
void with clear and positive
communication, people will
assume the worst. Fear and neg-
ativity will creep in and domi-
nate their thoughts, behaviors,
and actions.
“The number one thing a
manager can do during times of
uncertainty is to communicate,”
asserts Gordon. “Communicate
with transparency, authenticity,
and clarity. Even when the news
is not so positive, you can com-
municate it positively: Tell the
truth, give them a plan, and help
them believe, ‘Hey, we can turn
this thing around.’ Optimism is
a competitive advantage right
now, and you need to convey it
in all you say and do.”
• Employees need nour-
ishment in order to thrive.
These may seem like strange
words to apply to the work-
place. But Gordon insists they
are spot on. He says the main
question every employee in
every organization wants to
know is, “Do you care about
me; can I trust you?” If your
answer is yes, they will be more
likely to stay on the bus and
work with you. Employees who
feel cared for, honored, and
nourished are more engaged in
what they’re doing and will
work at their highest potential.
“Learn to view your
employees like a family—a
functional family,” he clarifies.
“This will change the way you
treat them. You’ll see them as
people who deserve your trust
and love and who require com-
munication, transparency, and
authenticity from you. You want
to be someone they can trust,
and therefore you take the
actions necessary to earn it.”
Admittedly, all of this talk
of engaged relationships and
nourishment sounds appealing.
But can any self-respecting
manager really ignore the num-
bers?
Well, no, says Gordon. Of
course you’ll still measure the
numbers. They are, after all, the
indicators of success in your
business. Just measure them
knowing they are simply a
byproduct of your culture, lead-
ership, morale, employee
engagement, and ability to exe-
cute.
“Remind yourself every day
that it’s not the numbers that
drive people, but people and
relationships that drive num-
bers,” he says. “Leaders get so
busy trying to achieve success
that they forget to take the time
to develop the relationships that
lead to success. But trying to
build a winning team without
great relationships is like trying
to build a house on sand. It
won’t stand. Relationships are
the rock that creates the founda-
www.BergmanWindowWashing.com
continued on page 39
BUSINESS JOURNAL • PAGE 27October 2010
INLAND EMPIRE People and Events
A $20,000 grant from a Federal Home Loan Bank was
donated to a Coachella-based nonprofit group, Rancho
Housing Alliance.
Rancho Housing Alliance helps families in the Coachella
area by providing shelter to or services to help make their
homes safer.
For more information about Rancho Housing Alliance visit
www.dace-rancho.org/Rancho_HousSvcs.htm
Cathedral City Chamber of Commerce held
a successful business chamber mixer. The
mixer is for local businesses to get to commu-
nicate with the chamber on a personal business
level—keeping the local Cathedral City busi-
nesses strong!
For more information about Cathedral City
Chamber of Commerce visit www.cathedralci-
tycc.com
Beaumont Chamber of Commerce held its annual State of
the City Beautification Award ceremony.
Beautification award recipients were Highland Springs
Medical Plaza, The Bank of Hemet, Fox Cineplex, The Haven
Coffee House, Rio Ranch Market, and Edward-Dean Museum
and Gardens.
For more information about Beaumont Chamber of
Commerce visit www.beaumontchamber.com
Variety, The Children’s Charity of the
Desert, the Palm Desert-based group that ben-
efits underprivileged and special needs chil-
dren in the Coachella Valley presented a $4,000
custom-made tricycle to 6-year-old Keith
Ashmore.
For more information about Variety, The
Children's Charity of the Desert visit
www.varietychildrenscharity.org
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located at 2021 S. Archibald
Avenue, just north of Highway
60 near Ontario International
Airport, features 25k square feet
of corporate office space and
206.5k square feet of distribu-
tion/warehouse space. The
building is 100 percent occupied
by SKECHERS USA Inc. 
The SKECHERS lease
expires December 2011. Once
SKECHERS relocates to its new
1.8 msf Inland Empire campus
scheduled to be completed in
the summer of 2011, CT plans to
market the property for sale or
lease to a new tenant looking for
a high-profile corporate/region-
al headquarters with distribution
or manufacturing capacity in
one convenient location. 
According to James “Watty”
Watson, chief executive officer
of Aliso Viejo-based CT,
Archibald Business Center rep-
resents the latest acquisition for
the firm in the rebounding
Inland Empire marketplace.
Over the past few months, the
company has purchased six
other industrial properties
throughout the Inland Empire in
the cities of Riverside, Moreno
Valley, Chino and San
Bernardino. 
“Historically, this region has
been a dynamic real estate mar-
ket with a deep talent pool, and
we believe the area is poised for
a renewal of that growth and
energy,” said Carter Ewing,
CT’s director of acquisitions.
“From an investment stand-
point, Archibald Business
Center features an outstanding
location at a great basis well
below replacement cost levels.” 
CT Realty Investors provid-
ed equity financing for the joint
venture acquisition through the
company’s own CT California
Fund VI. Behringer Harvard
invested through its Behringer
Harvard Opportunity Fund II
REIT. CT Realty represented
itself and Behringer Harvard in
the transaction. The seller was
represented by Rick John with
Real Estate...
continued from pg. 20
continued on page 34
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Long Distance Companies Serving the Inland Empire
Listed Alphabetically
Name # Employees: # Offices: Local Contacts: Service Area/ Local Address Top Local Executive
Address I.E. I.E. Residential Calling Areas Title
City/State/Zip Companywide Total Business Phone/Fax
Repair E-Mail Address
AT&T n/a (800) 288-2020 Nationwide 1375 Camino Real, Ste. 120 Denita Willoughby
1. 1150 S. Olive St. 244,000 (800) 750-2355 San Bernardino Vice President
Los Angeles, CA 90015 CA 92408 (909) 884-7861
www.att.com
Charter Business 78 10 (951) 675-5916 Nationwide 10768 Foothill Blvd. Chris Riggs
2. 6680 View Park Ct. (951) 675-5916 Rancho Cucamonga Account Executive
Riverside, CA 92503 (951) 675-5916 CA 91730 (951) 675-5916
chris.riggs@chartercom.com
TelePacific Communications 57 1 (909) 945-8180 L.A., Orange, 9166 Anaheim Place, Ste. 100 Shawn McDermott
3. 515 S. Flower St. 1,200 35 (909) 945-8180 Riverside, San Bernardino, Rancho Cucamonga GM
Los Angeles, CA 90071 (909) 945-8180 San Diego Counties CA 91730 (909) 945-8218/9458255
Sprint/Nextel Communications, Inc. 11 1 na Nationwide 3535 W Tyler St. Becky Jensen
4. 301 E. Ocean Blvd., Ste. 2000 55,000 140 Riverside Sales Manager
Long Beach, CA 90802 CA 92503 (951) 352-6100
Time Warner Telecom Calif., Inc. 60 3 (909) 605-5734 Worldwide 3281 Guasti Rd., Ste. 350 Dan Cross
5. 430 N. Vineyard Ave., Ste. 150 1,000 31 (888) 363-2067 Ontario Sales Manager
Ontario, CA 91764 CA 91761 (909) 605-5734/456-3650
dan.cross@twtelecom.com
Verizon n/a 5 (877) 300-4498 Nationwide 15505 Sand Canyon Ave. Jon Davies
6. 140 W. St. 244,600 3 (800) 201-1452 Irvine Business Consultant
New York, NY 10007 (800) 483-2000 CA 92618 (805) 372-6969
www.verizon.com
When Planning Your 2011
Advertising Budget, Consider...
THE
INLAND EMPIRE
BUSINESS JOURNAL
For Advertising Information
Call (909) 605-8800 or visit
www.busjournal.com
2010 California-China Trade and
Investment Conference on
October 21st, Downtown Marriott in Los Angeles
Doing business with China has changed in the past year. This confer-
ence will provide valuable insider information to the business owner on
how to profit in China in the current economic climate of 2010. Expert
speakers from a wide variety of trade sectors will go to the core of success-
ful business in China with how-we-did-it case histories of California com-
panies finding success in China.
The U.S. Commercial Service will provide case histories of how they
have provided valuable services to build successful US-China trade rela-
tionships. This is an excellent opportunity to make personal connections
with Southern
California Chinese busi-
ness owners and other
California leaders
exporting to China.
Sectors include export
and brand development
case histories in cosmet-
ics, energy transmission,
IT, computer software,
finance, new tax and
accounting regulations
and others. The conference will showcase senior government officials from
both nations, and a roster of notables. Featured speakers invited include:
William Zarit, Minister Counselor, Commercial Affairs, US Embassy,
Beijing, and Consulate General of the PRC (LA) BYD USA (electric cars),
NAROS (Andrew Pan), ExIm Bank, KPMG, Edward Nixon, NBA China
and others.
Enjoy presentations from a dozen experts in their field of specialty.
Learn how the US government can help you find partners in China, attract
Chinese investment into California, provide financing and guidance for
California exports to achieve success in the world’s fastest growing market. 
For more  information contact: Patrick D. Mulcahy, chairman,
California-China Conference (714) 424-9999; pdmulcahy@gmail.com. or
Hud Warren, Sponsorship Committee Chair, (310) 984-6996
HWarren@ChinaWestllc.com
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by  Jonathan Siu. Copyright 2010 IEBJ.
Copier, Fax and Business Equipment Retailers in the Inland Empire
Ranked by Sales Volume 2008
Company Name I.E. Sales Volume Offices (IE) Employees (IE) Products/ Top Local Exec.
Address 2008 Companywide Companywide Lines Title
City, State, Zip Headquarters/Yr. Est. (IE) Phone/Fax
E-Mail Address
So Cal Office Technologies $25 million 1 40 Sharp Copiers, Fax, Scott Crain
1. 8577 Haven Ave., Ste. 110 6 260 Color Copiers, Xerox High Vice President, Sales
Rancho Cucamonga, CA 91730 Cypress/1977 Volume Copiers, HP Printers (800) 769-2679/(909) 476-2406
IKON Office Solutions, South. Calif. $22.5 million 1 95 Copiers, Fax, High Volume Duplicators, Bruce Fiscus
2. 25814 Corporate Center Dr. 17 860 Color Graphics, Networking Specialists, Vice President, Sales
Redlands, CA 92374 Irvine/1974 Lg. Format, Canon, Ricoh, Sharp, Oce, Xerox (909) 796-5060/796-5065
Konica Minolta Business Systems $20.7 million 2 84 Konica Minolta Digital Solutions, Linda Turner
3. 1003 E. Briar Rd., Ste. 120 91 5,000 Black, White & Color Branch General Manager
San Bernardino, CA 92408 New Jersey/1965 (909) 824-2000/888-1819
lturner@kmbs.konicaminolta.us
Burtronics Business Systems $10 million 1 50 Konica, Ricoh, Riso, Hi-speed Duplicators, Thomas N. Thompson
4. 216 S. Arrowhead Ave. Wide Format Copiers, Networking Specialist, President
San Bernardino, CA 92408 San Bernardino/1957 Minolta Lanier (909) 885-7576/388-2124
veronica.chavez@burtronics.com
Select Office Solutions $10 million 1 30 Konica Digital  Guy Adams
5. 6229 Santos Diaz St. 3 200 Software Solutions Sales Manager
Irwindale, CA 91702 Irwindale/1995 (626) 334-0383/969-4421
frank@selectnow.com
Innovative Document Solutions $8 million 2 24 Kevin W. Heitritter
6. 26855 Jefferson Ave. Authorized Canon Copier & President
Murrieta, CA 92562 Murrieta/1989 Digital Products Dealer (951) 676-8885/461-1194
www.idscanon.com
National Ram Business Systems, Inc. $6.7 million 2 32 Kyocera, Digital Copiers, Roland Martinez, Jr.
7. 8949 Rose Ave. 2 32 Hewlett Packard Printers CEO
Montclair, CA 91763 Montclair/1978 (909) 621-9554/621-2891
rjmartinez@rambusiness.com
Advanced Copy Systems, Inc. $5+ million 1 23 Authorized Sharp Copiers Walter G. Ferguson
8. 571 E. Redlands Blvd. Fax President
San Bernardino, CA 92408 San Bernardino/1978 Network Printers (800) 442-5333/(909)889-3602
acs.walter@verizon.net
Desert Business Machines, Inc. $2.4 million 1 22 Savin, Mita Copiers, Xerox, Fax, Bob Solomon
9. 42-471 Ritter Circle 1 22 Lexmark Printers & Typewriters, President
Palm Desert, CA 92211 Palm Desert/1973 Neopost Mailing Equipment, Computers & Networks (760) 346-1124/346-1944
info@desertbiz.com
Integrated Business Solutions** WND 2 2 Digital Copiers & Fax Machiness Russell Varing
10. 8926 Benson Ave. Ste 5 5 5 President
Montclair, CA (866) 204-8021/(909)920-0166
russellvaring@ibssocal.net
Office Depot WND 12 WND Xerox Copiers & Printers, Roger Ampraran
11. 3900-B Tyler St. 1,200 WND Canon Fax, Copiers & Printers, District Manager
Riverside, CA 92504 Delray Beach, FL/1986 Brother Fax & Printers (951) 343-2700/(858) 672-2181
rampraran@officedepot.com
Reliable Office Solutions WND 1 23 Canon, Ricoh, Savin, Okidata, Brother, Jeff Eshelman
12. 3570 14th St. 2 23 Xerox, Destroy-It, President
Riverside, CA 92501 Riverside Computer Supplies (951) 682-8800/682-0110
jeff@reliable-05.com
Toshiba Business Solutions WND 1 45 Authorized Toshiba Dealer Jeff Payne
13. 3281 E. Guasti Rd., Ste. 500 300 300 Branch Sales Manager
Ontario, CA 91761 Irvine/1998 (909) 390-1421/390-6280
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Instead, the NBA ended up
with a ball that players refused
to use because they felt it was
difficult to handle when it was
damp and it would actually cut
their fingers. Because of the
player backlash, the NBA had to
scrap its “improved” model and
go back to the ball the players
preferred—the one they have
been using for decades.
“This anecdote is a glaring
example of why it is important
to involve people whose sup-
port you need to execute deci-
sions that affect them,” says
Lepsinger.
BRIDGE #4: Alignment
Between Leader Actions and
Company Values and
Priorities
No company should ever
have two sets of values and
expectations: one for the
leader(s) and one for the
employees. When leaders say
one thing and do another, busi-
ness suffers. Of course, we all
know that leader behavior is rel-
evant. Still, it might surprise
you to learn exactly how much
execution depends on how con-
sistent your behavior is with
organizational values and prior-
ities.
One, if you’re a leader,
employees pattern their behav-
ior after yours. Two, if how you
behave signifies that “we are all
in this together,” people are
more likely to be motivated and
go the proverbial extra mile.
When you expect employees to
behave a certain way (such as
better serving the customer or
minimizing waste) or ask
employees to focus on certain
priorities (like cost containment
or innovation), you’d better do
the same.
“A do-as-I-say-not-as-I-do
attitude sends mixed messages
and breeds resentment,” says
Lepsinger.
Gap Makers: TARP Bailout-
Seeking Auto Executives. The
CEOs of General Motors, Ford,
and Chrysler shocked members
of Congress and the American
people when they used private
jets to travel to Washington,
DC, for a hearing. After all, the
purpose of the trip was to ask
for government assistance to
help their companies get
through the worst recession in
U.S. history and the worst mar-
ket for car sales in the history of
their industry.
“Behavior so inconsistent
with what was being described
as a crisis is an example of how
the automotive executives
helped create the problem they
now found themselves in,”
notes Lepsinger. “It aimed a
10,000-megawatt spotlight on
their lack of awareness of the
connection between their
behavior and the situation at
hand.”
BRIDGE #5: Company-
wide Coordination and
Cooperation
Most employees have good
intentions. They want to coop-
erate with colleagues and
coworkers. (Who is going to
consciously sabotage their own
livelihood?) Yet, ensuring that
decisions and actions are coor-
dinated across organizational
boundaries requires more than
The Execution...
continued from pg. 19
continued on page 36
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has been used as an asylum, a
military headquarters and a hos-
pice and is home to artist Jose
Clemente Orozco’s mural “The
Man of Fire.” The institute can
host up to 1,000 auditorium
style. Its halls offer space for
cocktail parties and receptions. 
“The building is historic—
one of the most important sym-
bols of Guadalajara,” says Karla
Petersen, business intelligence
manager for the Guadalajara
CVE. “Groups can organize cul-
tural shows, fashion shows, din-
ners—all types of events.”
Another historic spot for
groups is mid 1800s-era Teatro
Degollado, at present the head-
quarters for Jaliscds
Philharmonic Orchestra. 
Many haciendas in the area
are also available to groups,
including the century-old
Hacienda La Magdalena, locat-
ed about 20 minutes from the
city and available for groups of
up to 1,000, as well as Villa del
Ensueno in the artisan village of
Tlaquepaque. Groups can tour
artist studios in the village and
organize workshops in produc-
tion of stained glass, papier
mache, ceramics and other dis-
ciplines. The hacienda can host
events of up to 120 people. 
Mundo Cuervo is the most
popular venue for groups along
the Ruta del Tequila, including
an open-air theater for up to
1,000 and numerous courtyards
and patios. Groups can tour the
agave fields by foot or on horse-
back, organize tequila tastings
and host dinners and banquets.
Another option is to book a tour
on the Tequila Express from
Guadalajara to the municipality
of Amatitan, where Herradura
Tequila is located. Situated at
the foothills of Sierra Madre
Oriental, Monterrey is one of
Mexico’s main industrial and
business centers. For groups,
Fundidora Park, located on land
once owned by the iron and
steel company Fundidora de
Fierro y Acero de Monterrey,
offers off-site space, including
options in its Blast Furnace No.
3 and Lewis Building. Another location for groups is 16th centu-
ry EI Obispado, or the Bishop’s Palace, located in the hills of
Monterrey and now a state museum. Other museums for off-site
events include Museo del Acero (steel), Museo del Vidrio (glass)
and MARCO, a contemporary art museum. The Monterrey areas
natural attractions include the Garcia Caves, where groups can
host events such as a dinner party 2,460 feet underground in a
location over 50 million years old. For groups heading to the his-
toric town of Puebla, the city’s myriad museums are also avail-
able, including the Santa Monica Museum of Religious Art and
the Amparo Museum of Mexican Art, with space for up to 200.
Convention dinners featuring local Puebla cuisine or receptions
replete with mariachi music are often held on some of the colo-
nial patios of the city. Locations include the patio of the former
convent of Santa Rosa, the patio of the San Pedro Art Museum
and the patio of the Casa de la Cultura. Chihuahua offers a num-
ber of historic venues, such as the 19th century Government
Palace, which contains a shrine commemorating Miguel Hidalgo
y Costilla, considered the father of the country. The first and sec-
ond floors are covered with murals and the whole venue is avail-
able for cocktail receptions. The Centro Cultural Quinta Gameros
was originally built in 1910 by mine owner Don Manuel Gameros
as a mansion for his fiance and once served as headquarters for
Pancho Villa. Today it hosts cultural events and exhibitions, and
can also accommodate groups in its garden for dinners or cock-
tails. Most attendees take a side trip to the region’s most notable
attraction, the Copper Canyon, via a 95-mile train ride on the
Chihuahua al Pacifico Railroad, with stops in remote villages
along the way. One of Mexico’s most visited colonial cities, San
Miguel de Allende, offers groups the Bellas Artes building,
which was originally constructed in the 18th century as the clois-
ter area of the Convent of the Immaculate Conception. In
Morelia, Casa de la Cultura is also the home of the Michoacan
Institute of Culture, set in a historic monastery. The complex,
which can host events, was restored and converted to its present
function starting in 1977 with art workshops, exhibition halls,
auditoriums and a mask museum. Oaxaca opens many of its
museums and historic buildings to groups. Venues include the
Santo Domingo Temple, which can host dinners, as well as the
Government Palace and Macedonio Alcala Theater. In the
Yucatan, Merida boasts a wealth of cultural off-sites. The
Museum of Contemporary Art Yucatan has exhibition space for
cocktails or meetings in the interior garden. 
La Quinta Montes Molina is one of Merida’s historic houses,
built in the beginning of the 20th century for then President
Porfirio Diaz. The gardens accommodate 1,200 people for sit-
down dinners and 1,500 people for receptions.
Mingling...
continued from pg. 44 New and Noteworthy
In honor of this year’s bicentennial
celebrations, many of Mexico’s interior
cities are sporting new hotels, conven-
tion centers and attractions. 
The latest to open is the Business of
Conventions Center of Queretaro, offer-
ing 96,000 square feet of exhibition
space and 43,300 square feet of meeting
space, with a total capacity for over
9,600 people. 
Earlier this year, The Centro
Convenciones Puebla, Puebla’s new
convention center, made its debut with
100,000 square feet of space. Last year,
Zacatecas introduced its own conven-
tion center, Zacatecas Convention
Palace. 
Guadalajara is leading the charge
with additional hotels and construction.
More than 2,000 new hotel rooms are
slated for the city, many in preparation
for the Pan American Games 2011, to be
held in Guadalajara. 
Included are the hotels that opened
this year, such as the 204-room Hotel
Mexico Plaza. Slated to open by the end
of 2010 or early next year are the 232-
room Westin Expo Guadalajara and the
550 room Riu Torre Lopez Mateos.
Other new hotels on the books for next
year include the 100-room Holiday Inn
Express. Other properties under con-
struction include the 100-room Hotel
Fiesta Inn Galerias, a 100-room
Candlewood property and the 300-room
Hotel JVC: Jorge Vergara Cabrera. 
In Mexico City, the ST. Regis
Mexico City opened last year with 189
guest rooms and more than 13,500
square feet of meeting space. Hotel
Brick, a boutique hotel in the historic La
Roma area, opened in April with a small
meeting room. Grupo Habita’s Distrito
Capital opened last year with 30 guest
rooms and a conference center for up to
15 people. Meanwhile, the Sheraton
Centro Historico was recently trans-
formed into the Hilton Mexico City
Reforma. 
Fiesta Inn Monterrey Tecnologico
recently opened next to the Tecnologico
de Monterrey (ITESM). It offers 201
guest rooms and meeting space for up to
1,000 people. 
Earlier this year, Chihuahua
debuted The Ibis Hotel, with 126 guest
rooms. In 2011, San Miguel de Allende
Rosewood is slated to open with 67
guest rooms, private residences and a
spa. 
Rosas & Xocolate was unveiled last
November in Merida. Once made up of
two colonial mansions, the building fea-
tures 14 guest rooms and three suites.
There is a library that can be used as a
conference room for 20 people. 
Meanwhile, the Casa Grande
Morelia is slated to open this year, and a
Fiesta Inn hotel is being constructed in
Zacatecas. 
-Marlene Goldman 
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November
• Retail Sales • Human Resources Guide • Commercial R.E. Development Projects
• Industrial Real Estate • Executive Gifts • Commercial R.E. Brokers
• Commercial R.E./Office Parks • Building and Development • Fastest Growing I.E. Companies
• Educational Services Directory • New Communities • Mortgage Companies
• Title Companies
December
• Financial Institutions (3rd Quarter, ’10) • Health Care • 2011 “Book of Lists”
• Top Ten Southern California Resorts • Professional Services Directory • Business Brokerage Firms
• Temporary Placement Agencies
EDITORIAL FOCUS SUPPLEMENTS LISTS
2010 EDITORIAL SCHEDULE
January
• Education • 2010 Banking Review • Hotel Suites
• World Trade • Economic Development Agencies • Colleges and Junior Colleges
• Year End Review • Cities in Growth • Financial Brokerages
• Health Service Directory
February
• Commercial R.E. Developers • 2011 Economic Forecast • Banks
• Residential Real Estate • Building and Development-Who’s Building • Commercial/ Industrial Contractors
• Architecture/Land Planning • Business Banking • Residential Builders
• Redevelopment • Architectural Engineering, Planning Firms
March
• Major/MultiEvent Venues • Environmental • MBA Programs
• Financial Institutions • Executive Education • HMOs/PPOs
• Health Care • City Economic and Demographic Data • Residential R.E. Brokers
• Women-owned Businesses
April
• Meetings & Conventions • Women Who Make a Difference • Indian Gaming
• Airports • Meetings/Conventions • So Cal Vacation Spots
• New Home Communities • Travel/Hotels/Tourism • Hotel Meeting Facilities
• Malls & Retail Stores • Commercial R.E. Brokers • Visitors and Convention Bureaus
• Small Business Handbook
May
• Economic Development (Riverside Cty.) • Women-owned Businesses • Environmental Firms
• Marketing/PR/Media Advertising • Human Resource  Guide • Employment/Service Agencies
• Insurance Companies • Chambers of Commerce • Law Firms
• Who’s Who in Law • I.E. Based Banks
June
• Financial Institutions (1st Quarter, ’11) • Health Care & Services • Hospitals
• Travel and Leisure • High Technology • Savings and Loans
• Employment Agencies • Golf Resorts • Motorcycle Dealers
• Home Health Agencies • Senior Living Centers • Medical Clinics
• Economic Development (San Bernardino County) • What’s New in Hospital Care
July
• Manufacturing • Marketing/Public Relations • CPA Firms
• Distribution/Fulfillment • Media Advertising • Commercial Printers
• Credit Unions • Casual Dining • Ad Agencies/Public Relations Firms
• Event Planning • Building Services Directory • Largest Insurance Brokers 
• High Desert Economic Development • SBA Lenders
• Staff Leasing Companies Serving the I.E.
August
• Personal/Professional Development • Environmental • Largest Companies
• Employment/Service Agencies • Expansion & Relocations  • Small Package Delivery Services
• Health & Fitness Centers • Women in Commercial Real Estate • Tenant Improvement Contractors
• Caterers • Who’s Who in Banking • Credit Unions
September
• Mortgage Banking • Health Care & Services • Largest Banks
• SBA Lending • Airports • Largest Hotels   
• Independent Living Centers • Who’s Who in Building Development • Golf Courses
October
• Lawyers/Accountants-Who’s Who • Telecommunications • Internet Services
• HMO/PPO Enrollment Guide • Office Technology/Computers • Long Distance/Interconnect Firms
• Economic Development Temecula Valley • International Trade • Copiers/Fax/Business Equipment
• Financial Institutions (2nd Quarter, ‘11) • Holiday Party Planning • Private Aviation
November
• Retail Sales • Human Resources Guide • Commercial R.E. Development Projects
• Industrial Real Estate • Executive Gifts • Commercial R.E. Brokers
• Commercial R.E./Office Parks • Building and Development • Fastest Growing I.E. Companies
• Educational Services Directory • New Communities • Mortgage Companies
• Title Companies
December
• Financial Institutions (3rd Quarter, ’11) • Health Care • 2012 “Book of Lists”
• Top Ten Southern California Resorts • Professional Services Directory • Business Brokerage Firms
• Temporary Placement Agencies
EDITORIAL FOCUS SUPPLEMENTS LISTS
2011 EDITORIAL SCHEDULE
F o r  P l a n n i n g  2 0 1 1  A d v e r t i s i n g ,  M a r k e t i n g ,  a n d  P u b l i c i t y  W i t h
T h e  I n l a n d  E m p i r e  B u s i n e s s  J o u r n a l
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Collins Commercial. 
Seller Shapes Up LA
Fitness Property Before
Selling for $8.8 Mil
A 45.6k-square-foot Lake
Elsinore retail property occu-
pied by L.A. Fitness traded
hands in a recent $8.8 mil
($193/sf) deal. The property,
acquired by a Villa Park, CA-
based private trust, is located at
18550 Dexter Avenue, south of
Central Avenue on the east side
of I-15. 
Built in 2007, the center is
situated on 4.27 acres and fea-
tures full frontage and visibility
from I-15 directly off the
Central Avenue exit. The prop-
erty includes an indoor swim-
ming pool and 228 parking
spaces. 
Richard Walter and Chris
Tramontano of Faris Lee
Investments represented the
seller/developer, Aliso Viejo-
based California Grand
Investments LLC, in partnership
with Lake Fitness LLC. The
buyer was in a 1031 exchange.
The cap rate was 8.5 percent. 
Prior to the sale, the seller
was able to secure a new loan
for $6.12 million at a 6.5 per-
cent interest rate for a seven-
year term. According to Faris
Lee, the attractive financing,
along with a strong tenant on a
15-year, NNN lease, enabled the
seller to generate a lot of buyer
interest and market the property
at an aggressive price. 
Investment Group Pays
Almost $9 Million for Ontario
Gateway
In one of the largest transac-
tions to take place in the Inland
Empire this year, Ontario
Gateway, a two-building multi-
tenant professional office com-
plex totaling 125.5k square feet,
has been acquired by an invest-
ment group for $8.75 million, or
about $70/sf. 
Located between Vineyard
and Archibald Avenues, the
complex is adjacent to I-10 and
Ontario International Airport,
with both buildings standing
two stories in height. Ontario
Gateway I, at 2151 E.
Convention Way, contains 74k
square feet of space, while
Ontario Gateway II, at 2143 E.
Convention Way, totals 515k
square feet of space. Tenants
include SoCal Water, California
Department of Consumer
Affairs and the state’s
Department of Health Services
and Manpower Inc. 
Edward J. Indvik, Matthew
C. Sullivan, David Mudge and
Julia Corona-Thompson of Lee
& Associates brokered the trans-
action on behalf of the buyer
and the seller, Jefferson-Pilot
Investments Inc. 
We’re told that the majority
of interest in the property was
from high net worth individuals
as well as off-shore investors.
“Ontario Gateway was on the
market for just three months and
drew 15 offers, reflecting the
high investor demand,” com-
mented Indvik. 
TRI POINTE HOMES
Real Estate...
continued from pg. 28
continued on page 39
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RESTAURANT REVIEW
We can custom
design a label just
for you using:
Photos, Logos,
Colors, Invitations,
Themes.
4231 Winevi l le  Road
Mira Loma, CA 91752
(951)  685-5376 or (951)  360-9180
www.gal leanowinery.com
Tour the Historic Winery weekends from 2:00 pm to 4:00 pm or by appointment
Listed in the National Register of Historical Places
Weddings • Anniversaries
Birthdays • Special Events
Graduations • Holiday • Gifts
Wine Tasting Available Daily
Gone Country
Hang on to your hats all you
urban cowboys and
cowgirls...Toby Keith is coming
to town in a big way.  The coun-
try-western star will soon bring
his restaurant concept – Toby
Keith’s I Love This Bar & Grill
– to Rancho Cucamonga’s
Victoria Gardens Regional
Town Center.  The restaurant
will be the latest in the growing
chain of 11 country-inspired
eateries and the only one in
California.
Named after his 2003 num-
ber one hit “I Love This Bar,”
the new Toby Keith’s I Love
This Bar & Grill restaurant will
make its west coast debut when
it opens later this fall in a former
16,000-square-foot West Elm
furniture store location. The
restaurant will feature live
music/concerts, western-style
line dancing on a 750-square-
foot dance floor, food and spir-
its. The 70-seat bar area will be
fashioned in the shape of a gui-
tar.  Adventurous patrons can
even try their hand at riding a
mechanical bull, and souvenir
hunters will enjoy the on-site
retail shop featuring official
Toby Keith merchandise.
When it comes to grub, Toby
Keith’s is no chuck wagon. The
restaurant will feature a diverse
menu ranging from steaks and
prime rib to chicken; seafood
and specialty items like a catfish
sandwich and spicy ground
chuck; and a pork sausage meat-
loaf with chili sauce.  The
Southern-style portion of the
menu will also offer, among
other things, red, white and blue
nachos, chicken-fried steak,
burgers and a fried bologna
sandwich. Desserts include
deep-fried Twinkies and sweet
potato pecan pie with bourbon
ice cream.  A special late night
appetizer menu will also be
available to customers, which
features things like garlic-fried
mushrooms, jalapeno poppers
and Toby’s Freedom Fries.
Keith, known for a long
string of number one singles and
a recipient of numerous country
music accolades, launched his
restaurant venture in 2005 when
the first Toby Keith’s opened in
Oklahoma City, Oklahoma.  The
brand has seen steady growth
across the country in the north
(Michigan and Minnesota),
south (Oklahoma, Mississippi),
east (Massachusetts) and west
(Arizona, Colorado, Nevada —
and soon, Rancho Cucamonga).
Most of the restaurants in the
chain (including the Rancho
Cucamonga location) are owned
and operated by Capri
Restaurant Group, which pur-
chased the master license agree-
ment to build Toby Keith restau-
rants nationwide.
Construction of the Rancho
Cucamonga Toby Keith’s I Love
This Bar & Grill is currently
underway and is anticipated to
open before the end of the year.
Its location within the Victoria
Gardens entertainment area will
compliment existing retailers
continued on page 43
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Triton Communications, Inc.
663 Brea Canyon Road  Ste. 4
Walnut, CA 91789
Phone:909.594.5895
Fax:909.598.2832
www.tritoncomm.com
Please allow us to introduce ourselves: Triton Communications, Inc., a full
service telecommunications company.  Originally formed in 1981, and
Incorporated on August 12th 1982.  We began as a contractor providing
installation service for Rolm of California.  In 1985, Triton
Communications, Inc. became an interconnect and began to serve its own
customers.
We are very proud to say that many of our original customers are still with
us today.  Please review the list of services and qualifications below.  We are
certain you will find that Triton Communications, Inc. can be of assistance to you and your company.  We have
a very well trained technical staff and our installation and service technicians have an average of fifteen years
experience each.  The following is a list of our services:
• Sales and Service of refurbished (Nortel, Toshiba) & new (NEC) telephone systems and equipment.
• Complete System cabling of voice, data, and computer networking.
• Voice Mail and Paging systems to Video conferencing and Call Accounting systems.
• Providing Local Dial Tone, T1, Long Distance and 800 numbers.             
• VoIP solutions.
faith and words alone. It takes
shared goals, clear communication,
and well-defined roles.
“In addition, people must be held accountable for doing what
they’re supposed to do,” says Lepsinger. “That takes two things:
clear performance expectations and systems that encourage and rein-
force appropriate employee behavior.”
A Gap Maker: Toyota. Many people were surprised when
Toyota, a brand known for its quality and reliability, recalled over
six million cars due to a faulty accelerator pedal. How did this once
mighty brand end up with such a PR disaster on its hands?
Toyota used to work with one supplier for each part, explains
Lepsinger. But when a fire at a supplier’s facility caused 20 plants to
shut down for five days, the company decided it needed a second
source as a back-up. For the accelerator, Toyota failed to ensure the
parts it was receiving from the two suppliers were identical.
“Analysts chalk this failure up to a bureaucracy that could not
accommodate the company’s rapid growth,” says Lepsinger. “They
also point to an overly aggressive focus on profits—one that led
executives to ignore principles that had contributed to its previously
untarnished reputation.”
These five execution bridges are critical, says Lepsinger.
Without them, you’ll have a tough time achieving your company’s
goals. The more bridges you have in place, the more likely you are
to do so—and the lack of any one of them could potentially derail
your efforts. Also, as the Toyota breakdown aptly illustrates, these
bridges are not permanent. They are quite fragile. Once you’ve built
them, you must keep vigilant watch over them and work hard to
maintain them over time.
“It’s quite possible for a company to have a bridge in place one
year, only to discover that over time it’s weakened or even crumbled
and is no longer able to help your people traverse the gap,”
Lepsinger notes. “Execution is not a single-point event; it’s an ongo-
ing process. But since your ability to execute well and consistently
is the very fabric of success, I can think of no better place to focus
your time and energy.”
The Execution...
continued from pg. 31
and fees will not be available. 
•Tax credits for education will
be limited. 
• Teachers will no longer be able to deduct classroom
expenses. 
• Coverdell Education Savings Accounts will be cut. 
• Employer-provided educational assistance is curtailed. 
• The student loan interest deduction will be disallowed for
hundreds of thousands of families.
• Charitable Contributions from IRAs no longer allowed.
Under current law, a retired person with an IRA can con-
tribute up to $100,000 per year directly to a charity from their
IRA. This contribution also counts toward an annual “required
minimum distribution.” This ability will no longer be there.
And worse yet?  Now, your insurance will be INCOME on
your W2’s!
One of the surpris-
es we’ll find come
next year, is what fol-
lows—a little “sur-
prise” that 99% of us
had no idea was
included in the “new
and improved” health-
care legislation . . .
the dupes, or dopes, who backed this administration will be
astonished!
Starting in 2011, (next year folks), your W-2 tax form sent by
your employer will be increased to show the value of whatever
health insurance you are given by the company. It does not mat-
ter if that’s a private concern or governmental body of some sort.
If you're retired? So what... your gross will go up by the amount
of insurance you get.
You will be required to pay taxes on a large sum of money
that you have never seen. Take your tax form you just finished
and see what $15,000 or $20,000 additional gross does to your
tax debt. That’s what you’ll pay next year. 
For many, it also puts you into a new higher bracket so it’s
even worse.
This is how the government is going to buy insurance for the
15% that don’t have insurance and it’s only part of the tax
increases.
Not believing this??? Here is a research of the summaries.....
On page 25 of 29: 
TITLE IX REVENUE PROVISIONS- SUBTITLE A: REV-
ENUE OFFSET PROVISIONS-(sec. 9001, as modified by sec.
10901) Sec.9002 “requires employers to include in the W-2 form
of each employee the aggregate cost of applicable employer
sponsored group health coverage that is excludable from the
employees gross income.”
Joan Pryde is the senior tax editor for the Kiplinger letters.
Go to Kiplingers and read about 13 tax changes that could affect
you. Number 3 is what is above.
Largest Tax...
continued from pg. 20
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N/A = Not Applicable WND - Would not Disclose  na = not available. The information in the above list was obtained from the companies listed. To the best of our knowledge the information supplied is accurate as of press time. While
every effort is made to ensure the accuracy and thoroughness of the list, omissions and typographical errors sometimes occur. Please send corrections or additions on company letterhead to: The Inland Empire Business Journal, P.O.
Box 1979, Rancho Cucamonga, CA 91729-1979. Researched by  Jonathan Siu.  Copyright 2010 by IEBJ.
Private Aviation
Ranked Alphabetically
Airline Types of Aircraft Price Top Local Exec.
Address Title
City/State/Zip Phone/Fax
E-Mail Address
Cinco Air Charter Air Ambulance, $1,250/hr Ray Quino
1. 7000 Merrill Ave., Ste. 17 Lite Turbo Prop. na
Chino, CA 91710 (909) 393-9036/(815) 301-2821
rqjrr5@hotmail.com
KMR/Guardian Columbia 400, $2,260/hr Bill Farley
2. 1150 S. Vineyard Ave. Eclipse, General Manager
Ontario, CA 91764 Cessna C-340, (909) 605-6366/605-6370
Premier www.guardian-air.com
Landells Aviation Helicopter, $1,023.00/hr Elaine Landells
3. 69873 Silver Moon Trail Jets Varies na
Desert Hot Springs, CA 92241 (760) 329-6468/329-7907
www.landells_aviation.com
Threshold Air Charter, Inc. Lite Jet, $2,200/hr Ivan Dodson
4. 8352 Kimball Ave., F350-3 Mid Jet, $3,200/hr Director of Sales
Chino, CA 91710 Heavy Jet $4,000/hr (949) 463-7093/606-6319
ivan@flytti.com
Western Air Charter Cessna 310, $575.00/hr Ken Smith
5. 1805-D McKinley Ave. Cessna 421, $850.00/hr na
La Verne, CA 91750 Air Ambulance na (909) 622-5613/623-1766
kensmith@westernaircharter.com
ness partner, Paula Zeidman, were
thinking about opening a new divi-
sion that would employ eight more
people and require a capital investment in equipment. 
“We were hesitant to move forward. When I spoke with Nick
DeMartz at the County Workforce Development Department about
the on-the-job training program, we were convinced that this pro-
gram will support our business goals and we decided to participate,”
Novack said.
Four months after opening the new division, Novack reported
profitability. After the employees completed their training period,
they were all hired on a full-time basis.
“They all exceeded our expectations,” Novack recalls. “This is a
great example of government and private industry working together
to put people to work, expand businesses and support our local econ-
omy. This is the way things should work.”
Last August, the San Bernardino Workforce Investment Board
funneled $2.5 million from the American Recovery and
Reinvestment Act of 2009 into on-the-job training programs. Last
year, approximately 489 county residents were hired by 35 employ-
ers.
About the Workforce Investment Board of San Bernardino
County
The Workforce Investment Board of San Bernardino County is
comprised of private business representatives and public partners
appointed by the County Board of Supervisors.  The Board strives to
strengthen the skills of the county’s workforce through partnerships
with business, education and community-based organizations. 
The Workforce Investment Board, through the county’s
Economic Development Agency and Workforce Development
Department, operates the county’s Employment Resource Centers
(ERCs) and Business Resource Centers (BRCs). The ERCs provide
individuals with job training, placement and the tools to strengthen
their skills to achieve a higher quality of life. The BRCs support and
provide services to the county’s businesses including employee
recruitment.
Emergency...
continued from pg. 24
THE COUNTY OF SAN BERNARDINO
WORKFORCE INVESTMENT BOARD AND
WORKFORCE DEVELOPMENT DEPARTMENT
is ready to assist your business at
no cost with the following services 
• Recruitment assistance
• Funds to train new employees
• Labor market information
• Pre-screened qualified applicants
• Access to a large applicant pool
• Facilities available for recruitments
• Layoff prevention assistance
• Outplacement of laid-off workers
• Hiring tax credits
For more information about these
services and more,
please call 1-800-451-JOBS
FREE BUSINESS WORKSHOPS
West End Business Resource Center
9650 9th St., Rancho Cucamonga
To Register Call 951-781-2345 or
Online at www.iesmallbusiness.com
The Importance of Clearly Defined Job
Descriptions
Thursday 10/28/2010, 9-11 a.m. 
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Best-selling Business Books
“Rethinking Risk: How Companies
Sabotage Themselves and What
They Must do Differently,”
By Joseph W. Koletar; AMACOM;
New York, New York; 2010; 242 pages; $29.95.
Here are the current top 10 best-selling books for business. The
list is compiled based on information received from retail book-
stores throughout the U.S.A.
1. “The Big Short: Inside the Doomsday Machine,” by Michael
Lewis; (W.W. Norton…$27.95)(1)*
The reality behind The Great Recession. 
2. “Delivering Happiness: A Path to Profits, Passion, and
Purpose,” by Tony Hsieh (Grand Central Publishing…$23.90)(9)
Moving an online shoe retailer from survival to $1.2 billion.
3. “Too Big to Fail: The Inside Story of How Wall Street and
Washington Fought to Save the Financial Systems - and
Themselves,” by Andrew Ross Sorkin (Penguin Group…$32.95)(2)
Does the size of a failing company dictate government rescue?
4. “Crisis Economics: A Crash Course in the Future of Finance,”
by Nouriel Roubini and Stephen Mihm (Penguin Group…$27.95)(3)
The prominent economist who saw the financial crash coming.
5. “Strengths Finder 2.0: A New and Updated Edition of the
Online Test from Gallup’s Now, Discover Your Strengths,” by
Tom Rath (Gallup Press…$22.95)(4)
Discover your strengths and integrate them with your career. 
6. “Drive: The Surprising Truth about What Motivates Us,” by
Daniel H. Pink (Penguin Group…$26.95)(6) 
What you thought you knew about motivation may be wrong.
7. “Blink: The Power of Thinking Without Thinking,” by
Malcolm Gladwell (Little,Brown & Co…$15.99)***
8. “How the Mighty Fall: And Why Some Companies Never Give
In,” by Jim Collins (HarperCollins...$23.95)(5)
Why companies that fail usually die of self-inflicted wounds.
9. “The Sellout: How Three Decades of Wall Street Greed and
Government Mismanagement Destroyed the Global Financial
System,” by Charles Gasparino (HarperCollins…$27.99)(7)
How greed and incompetence brought the financial system down.
10. “SuperFreakonomics: Global Cooling, Patriotic Prostitutes,
and Why Suicide Bombers Should Buy Life Insurance,” by Steve
D. Levitt & Stephen J. Dubner (HarperCollins…$29.99)(8)
The author of “Freakonomics” strikes again.
____________________
*(1) -- Indicates a book’s previous position on the list.
** -- Indicates a book’s first appearance on the list.
Author Joseph Koletar
comes from a notably long
career in the FBI heading the
Bureau’s Criminal Investigation
Division, plus extensive experi-
ence in the fraud and investiga-
tion practices of two of the
nation’s most prestigious busi-
ness consulting firms: Ernst &
Young LLP and Deloitte &
Touche LLP. With that sort of
background, he quickly drives
home the point made in the
book and movie titled, “Catch
Me If You Can.” Both focus on
the life of noted imposter Frank
Abagnale who wrote, “punish-
ment for fraud and recovery of
funds are so rare, prevention is
the only viable course of
action.” 
Although a variety of agen-
cies point out that Bernard
Madoff will likely spend the
rest of his life in prison, it’s sel-
dom pointed out that no one
scammed by Madoff will
retrieve anything that approxi-
mates their loss. And that’s pre-
cisely the point that author
Koletar makes about risk of
loss, whether that loss is the
result of theft or accident. He
notes that:  “This book is large-
ly about the mistakes of well-
intentioned, intelligent people
who made the wrong assump-
tions, or trusted the wrong peo-
ple, or did not understand their
corporate environment as well
as they thought they did. These
episodes persist and resonate,
because, if we are not attentive,
they could happen to any one of
us. 
“I use ‘war stories’ because
they are sticky—you tend to
remember a scene and a story
better than you remember a
management axiom.” About
two-thirds of the book uses the
“war stories” approach to keep
the author’s points fresh in the
reader’s mind. There is less
emphasis on this well-executed
technique in the final third of
the book. Clearly, the author’s
goal in the final chapters is to
reinforce his earlier approach
by surprising readers. Here’s
one example:
“Perhaps most concerning
from a control perspective is
that frauds are much more like-
ly to be discovered by a tip than
by controls, audits, or any other
means. Forty-six percent of the
frauds discovered, investigated,
and resolved during the time
frame in question were discov-
ered in this manner, despite the
systematic, expensive, sophisti-
cated, and overlapping control
and risk-monitoring mecha-
nisms in place. This trend was
also found in data compiled
from the Reports [Association
of Certified Fraud Examiners,
Report to the Nation] for the
years, 2002, 2004, and 2006, so
it does not appear to be a one-
time phenomenon.” 
According to the author, the
order of successful mechanisms
by which fraud is uncovered are
by tips, by accident, by internal
audit, by internal controls, by
external audit, and by police
notification. As a matter of fact,
a mini-spreadsheet is used to
highlight the point that 65 per-
cent of all fraud is uncovered by
tip and by accident.
Accountants and auditors only
account for 50 percent of
defrauders. This goes a long
way to reinforce the author’s
point that the best way to beat
risk from fraud is to head it off
before it takes place. 
Koletar goes on to explain
that not enough is being done at
both the upper echelons and
lower ends of management to
minimize risk. He comments: “I
have often seen more problems
created at the top and the bot-
tom of corporations. At the top,
the ‘C suite,’ I have often noted
a failure to fully appreciate or
fund risk and a false sense of
security. At the bottom, I have
seen too much junk and back-
ground noise in data that, no
matter how well presented, still
seem to reflect junk or back-
ground noise.”
Based on his experience,
Koletar recommends a brief
axiom: “When in doubt, moni-
tor; when not in doubt, moni-
tor.” That applies to controlling
all types of risks, whether
you’re British Petroleum or the
Securities Exchange Comm-
ission. 
Koletar has served a full-
course meal to digest for busi-
ness of any size.      
--Henry Holtzman
October 2010
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beyond words, and great com-
municators use every tool they
have to deliver their message.
When you learn to communicate
not only through what you say
but also through what your body
says, you can build stronger
relationships, become a more
influential leader, and receive
enthusiastic responses from
potential employers, clients, and
colleagues. You will start com-
ing in loud and clear!”
Visit Sharon online at
www.WhatYourBodySays.com.
Nine Body...
continued from pg. 12
tion upon which winning teams
are built.”
For more information,
please visit:
www.JonGordon.com.
An Unlikely...
continued from pg. 26
free men, to shoot lead ammo at
gun ranges or in the field. We’re
tired of being treated like we
don’t have the ability to deter-
mine what we should eat and
where. Or, whether or not our
children should eat a happy
meal and enjoy a toy. We’re
tired of an over–aggressive gov-
ernment hell bent on regulating
every aspect of our free lives!
All in all, I’m writing you as a
constituent, tax payer, hard
working California citizen, as a
father, and as a person who
cares immensely for the free-
doms being destroyed with each
new law and regulation that
passes. 
Thank you for your repre-
sentation, your hard work, and
your steadfastness against the
demands of those in our govern-
ment to further increase our
taxes and the number of laws
and regulations all in the name
of “progress.”
Scott Seward
Recharges...
continued from pg. 6
Lower cost
The service has been so
good that Conaway is now in the
process of switching his 800-
toll-free call service from the
local phone company to Charter
once that service is launched.
With that, he expects to further
drop his service costs. “Once
that moves over to Charter, I
anticipate almost a 50 percent
savings over what I was paying
before,” Conaway said.
Not surprisingly, Conaway
also doesn’t hesitate to recom-
mend Charter Business for
voice, Cable TV, and data. “I am
a creature of habit, so I don’t
like change. If I was talking to
someone like myself, I would
say, don’t stress over it—just do
it, because it’s trouble free, it’s
hands off, and you won’t have to
worry about it,” he said. “It’s
been up and functional without a
single problem. And I’m totally
satisfied. So really, it’s a no-
brainer.”
Contact your local account
representative below or call
888.692.8635 or visit
www.Charter-Business.com.
Account Executive: Chris Riggs,
9 5 1 - 6 7 5 - 5 9 1 6 ,
Chris.Riggs@chartercom.com, 
Bundled...
continued from pg. 13
ENTERS PARTNERSHIP
WITH STARWOOD CAPI-
TAL GROUP
Southern California home-
builder TRI Pointe Homes,
LLC, has entered into a strategic
partnership with an affiliate of
Starwood Capital Group Global,
LP, a leading global private
equity firm focused on real
estate.  The partnership infuses
TRI Pointe Homes with $150
million in new strategic growth
equity capital to drive the
expansion of its homebuilding
operations in California and the
Western Region.
TRI Pointe Homes is cur-
rently building distinctive sin-
gle-family home communities
in Irvine, Chula Vista, Riverside
and Oceanside.  Using the sig-
nificant capital investment pro-
vided by Starwood Capital
Group, the company intends to
seek market opportunities with-
in an expanded geographic foot-
print and build a profitable
home building platform that
delivers more than 1,000 homes
a year within the next five years.
“We have a very clear strate-
gic vision to expand and fortify
our position in the housing mar-
ket.  Building upon our presence
in Southern California, we plan
to establish a Northern
California Division in early
2011,” stated TRI Pointe CEO
Douglas Bauer. “Our alliance
with Starwood Capital Group
provides us with a capital struc-
ture and transaction pipeline to
take advantage of local and
regional market opportunities.”
Barry Sternlicht, chairman
and CEO of Starwood Capital
Group added, “Starwood
Capital Group has consistently
generated attractive returns for
our investors through a disci-
plined investment strategy that
is often counter-cyclical.  We
focus on strong partners and
opportunities that can benefit
from our market and operational
expertise.  I have known Doug
for more than 20 years and fol-
lowed his successes at William
Lyon Homes.  We are excited to
be partners with the seasoned
management team of TRI Pointe
Homes, a team that has deep
market knowledge and critical
relationships in a growing
region of our country. We look
forward to working alongside
them to build a successful
homebuilding business and
develop memorable communi-
ties across California and the
West.”
Real Estate...
continued from pg. 34
WHERE:
Citizens Business Bank
Arena, 4000 E. Ontario Center
Parkway, Ontario, CA.
Check the Website:
www.inlandempirecenter.org.
Contacts:
• Hilary Rehder, Office of
Media Relations, UCLA
Anderson School of
Management, (818) 689-5551
or 
hilary.rehder@anderson.ucla.e
du.
• Richard Rodner, Public
Affairs and Communications,
Claremont McKenna College,
(909) 607-9099 or richard.rod-
ner@cmc.edu.
UCLA...
continued from pg. 3
services for low-income indi-
viduals and families to help lift
them out of poverty. As one of
the largest non-profit human
services agency in San
Bernardino County, CAPSBC,
provides resources and opportu-
nities to the low-income to
improve their lives, contribute
to their communities and offer a
return on investment for our
communities, cities and county.
Programs include
Weatherization, Home Energy
Assistance, Family
Development, Assets for
I n d e p e n d e n c e / I n d i v i d u a l
Development Accounts,
Volunteer Income Tax
Assistance, Homeless
Management Information
Systems and the CAPSBC Food
Bank.  
For more information about
Community Action Partnership
and its programs call (909) 723-
1514 or visit on the web at
www.capsbc.org.
Wells Fargo...
continued from pg. 10
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ACTION PIPE SUPPLY
3205 KENDALL DR.
STE. 111 
SAN BERNARDINO, CA
92407
ADRIANNE'S HAIR 
STUDIO
1280 COOLEY DR 
STE. 9 
COLTON, CA 92324
ALL AMERICAN AIR
18360 GRANDVIEW AVE.
DEVORE HEIGHTS, CA
92407
ALL AROUND CLEANING
SERVICES
14409 RIVERSIDE ST.
HESPERIA, CA 92345
AMERICAN FIDELITY
DEBT SETTLEMENT
1561 W CARDAMON ST.
SAN BERNARDINO, CA
92410
ATD COMPONENTS
1112 W. 9TH ST. 
STE. B 
UPLAND, CA 91786
BGZ PARTY RENTALS #2
7471 FREEPORT CIR.
FONTANA, CA 92336
BOYD FURNITURE
7349 MILLIKEN AVE. 
STE. 140-103 
RANCHO CUCAMONGA,
CA 91730
CAPRI COCKTAIL
LOUNGE
1355 E 4TH ST. 
ONTARIO, CA 91764
DAVISON CONSTRUCTION
3624 SHANDIN CIR.
SAN BERNARDINO, CA
92407
DISHNET SYSTEMS
1057 W HIGHLAND AVE.
SAN BERNARDINO, CA
92405
DOLSHE LA FASHION
BOUTIQUE
5703 SORREL HILLS AVE.
CHINO HILLS, CA 91709
DOWNS CONSTRUCTION
14808 STEEPLECHASE RD.
VICTORVILLE, CA 92394
EXPRESSWAY POST
OFFICE SERVICES
15356 LA PAZ DR.
STE. 6 
VICTORVILLE, CA 92395
FACILTY MEDICAL
CENTER
954 W FOOTHILL BLVD.
STE. B 
UPLAND, CA 91786
FANCY BELT 1
0NTARIO MILL 1 MILLS
CIR. 
ONTARIO, CA 91764
FIREMAN TRUCKING
575 W. THIRD ST.
RIALTO, CA 92376
FLORES LANDSCAPING
12726 MAGNOLIA AVE.
CHINO, CA 91710
GOBLYNZ GROOVE
MEDIA
1814 NORTH VINEYARD
AVE., STE. A
ONTARIO, CA 91764
GOGUE STUDIO'S 
TRINKET TRADER
23837 LAKE DR.
CRESTLINE, CA 92325
GUYSINASHED
1112 W. 9TH ST. 
STE. B 
UPLAND, CA 91786
INDIAN EXPRESS
RESTAURANT
14466 MAIN ST.
STE. B 103 
HESPERIA, CA 92345
JC FOODS
14759 BLUEGRASS DR.
HELENDALE, CA 92342
JH OFFICE SERVICES
13448 DOUGLAS ST.
YUCAIPA, CA 92399
JPR SERVICES
6212 GRETCHEN CT.
FONTANA, CA 92336
KEEPING IT CLEAN 
SERVICES
148 N 1OTH AVE. 
UPLAND, CA 91786
KGSBUYS
7815 TOKAY AVE.
FONTANA, CA 92336
KITS 4 KIDS
7106 PLUMROSE ST.
FONTANA, CA 92336
MAJESTIC RECYCLING
12221 POPLAR ST. 
STE. 231 
HESPERIA, CA 92344
MANUFACTURED HOUS-
ING SURVEY AND 
PRE-SET SERVICES
522 MYRTLEWOOD DR.
CALIMESA, CA 92320
MVP MOBILE DETAILING
12609 CAMBRIA DR.
RANCHO CUCAMONGA,
CA 91739
PACIFIC LINEAR 
SOLUTIONS
212 E. HIGHLAND AVE. 
SAN BERNARDINO, CA
92404
PHILADELPHIA
MISSISSIPPI RIGHTS
MUSEUM
19649 KAURI AVE. 
RIALTO, CA 92377
RALLY CREATIONS
1112 W. 9TH ST. 
STE. B 
UPLAND, CA 91786
S ORANGE COUNTY
SIGNAL 88 SECURITY
4711 RAVENWOOD CT.
FONTANA, CA 92336
SHAREDALUV, INC.
17096 SEQUOIA AVE. 
STE. 121 
HESPERIA, CA 92345
SINCLAIR 
DEVELOPMENT
COMPANY
15833 INYO ST.
VICTORVILLE, CA 92395
SOUTHERN HOSPITALITY
TEXAS STYLE BBQ
139 N. PALM AVE. RIALTO,
CA 92377
STREAMS OF HOPE
CHURCH
14938 DOS PALMAS 
VICTORVILLE, CA 92392
STUDIO GRUNO
1814 NORTH VINEYARD
AVE., STE. A
ONTARIO, CA 91764
SUNNY COLLEGE
545 N. MOUNTAIN AVE. 
STE. 203 
UPLAND, CA 91786
SUPERIOR HOME 
FURNITURE
4737 HOLT BLVD. 
MONTCLAIR, CA 91763
TIMELESS JOY
7823 ABERDEEN LN. 
HIGHLAND, CA 92346
UNITED NON 
EMERGENCY
TRANSPORTATION
20850 HWY 18 
APPLE VALLEY, CA 92307
VB MECHANICAL
13152 RIVER OAKS DR.
RANCHO CUCAMONGA,
CA 91739
WEST COAST FURNITURE
4720 N. F ST.
SAN BERNARDINO, CA
92407
WILLIAM J HELMER
1040 MADRONA DR.
BARSTOW, CA 92311
YOGHIES
14400 BEAR VALLEY RD.
VICTORVILLE, CA 92392
ABS AUTO SERVICE
1765 MENTONE BLVD.
MENTONE, CA 92359
AMEN STAFFING
7148 MARGATE CT.
RANCHO CUCAMONGA,
CA 91739
ANTHONY’S CARPET
CLEANING
6512 SAPPHIRE ST.
ALTA LOMA, CA 91701-3118
AQUA PURE PRODUCTS
8612 DAYBREAK CT.
HESPERIA, CA 92344
AQUIN
1265 KENDALL DR.
STE. 6222 
SAN BERNARDINO, CA
92407
ARROWBEAR ELECTRIC,
INC
1250 AVALON AVE. 
YUCCA VALLEY, CA 92284
BLITZ MEDIA
MARKETING
12188 CENTRAL AVE.
STE. 282 
CHINO, CA 91710
BOOKKEEPING 
UNLIMITED
32481 CARNELIAN RD.
LUCERNE VALLEY, CA
92356
C & G SERVICES
4376 LUGO AVE. 
CHINO HILLS, CA 91709
CELINE'S ROOM AND
BOARD
12608 GERONIMO AVE. 
VICTORVILLE, CA 92395
CITRUS DONUTS
16115 FOOTHILL BLVD.
FONTANA, CA 92335
COJO GUITAR WORKS
61691 LA JOLLA DR.
JOSHUA TREE, CA 92252
COMPLETE ROOF CO.
16570 FAIRFAX DR.
FONTANA, CA 92336
CUSTOM DISPLAYS
1614 SOUTH CARLOS AVE.
STE. G 
ONTARIO, CA 91761
D' BEST PRO CLEAN OUT
SERVICES
12677 HALF MOON CIR.
VICTORVILLE, CA 92392
DAVID THRIFTY STORE
17875 FOOTHILL BLVD.
FONTANA, CA 92335-8538
DESERT SOLAR SERVICES
1250 AVALON AVE. 
YUCCA VALLEY, CA 92284
EL TEPEYAC MEXICAN
RESTARUANT
385 E. MILL ST
STE. 4 
SAN BERNARDINO, CA
92408
ELVIRA’S MEXICAN
RESTAURANT
1906 NEEDLES HWY
NEEDLES, CA 92363
EXTREME POS 
SOLUTIONS
8560 VINEYARD AVE. 
STE. 205 
RANCHO CUCAMONGA,
CA 91731
GREEN APPLE MULTI
SERVICE
15071 MERRILL AVE.
FONTANA, CA 92335
HOME OF THE 
HANGOVER
42074 BIG BEAR BLVD. 
BIG BEAR LAKE, CA 92315
IPADIPHONEGEAR.COM
888 N. VINTAGE AVE.
ONTARIO, CA 91764
J M TRUCKING
1966 S. OAKS AVE.
ONTARIO, CA 91762
JAY JAY & MONKS
1930 S BON VIEW ST. 
STE. 17 
ONTARIO, CA 91761
KEENAN SUPPLY
777 WEST MILL ST. 
SAN BERNARDINO, CA
92410
LA FONDITA
14747 BEAR VALLEY RD.
STE. 6-7 
HESPERIA, CA 92345
LA MESA
671 WINDY PASS
BARSTOW, CA 92311
LEZLEYS FASHION
15461 MAIN ST.
STE. 103 
HESPERIA, CA 92345
M & G FLORES 
TRUCKING
7558 BELL CT. 
HIGHLAND, CA 92346
MEXICO LINDO &
SEAFOOD RESTAURANT
4359 PHELAN RD. 
PHELAN, CA 92371
MOBILE ELECTRONICS
SPECIALISTS
602 W 6TH ST. 
ONTARIO, CA 91762
MOJAVE HOLISTIC 
CLINIC
22633 HIGHWAY 18 
STE. A
APPLE VALLEY, CA 92307
MYUNG DONG TOFU
RESTAURANT
9799 BASELINE RD.
STE. D 
RANCHO CUCAMONGA,
CA 91730
NEIGHBORS WHOLESALE
12746 BISCAYNE AVE. 
VICTORVILLE, CA 92392
NELAB ALTERATIONS &
EYEBROW THREADING
869 E FOOTHILL BLVD.
STE. N-1 
UPLAND, CA 91786
NICATOUR TAX 
AGENCY -2
16535 MONTGOMERY CT.
FONTANA, CA 92336
NIMBLE FINGERS 
DEPOSITION SERVICES
15218 SUMMIT AVE.
STE. 300-527 
FONTANA, CA 92336
NISEN TRANSPORTATION
EXPRESS
6528 PALMER ST. 
CHINO, CA 91710
O'HARA’S & COMPANY
3493 UTAH TRAIL
TWENTYNINE PALMS, CA
92277
OASIS MARKET & BOOK
STORE
14949 PALMDALE RD. 
VICTORVILLE, CA 92392
P & P COMMUNICATION
CO
14003 PLATINUM ST. 
HESPERIA, CA 92344
PRECISION 
PROMOTIONAL & 
INSURANCE SOLUTIONS
4875 MISSION BLVD. 
STE. C 
MONTCLAIR, CA 91763
PURE WATER FOR LIFE
8612 DAYBREAK CT. 
HESPERIA, CA 92344
R DEPENDABLE 
CONSTRUCTION SALES
AND LEASING
1019 W THIRD ST. 
STE. B 
SAN BERNARDINO, CA
92410
RAMOS AUTO CARE
755 WEST RIALTO AVE.
SUITE B RIALTO, CA 92376
REALXREFERRAL
3400 INLAND EMPIRE
BLVD. 
STE. 101 
ONTARIO, CA 91764
REFUGE CHURCH
2351 LUGONIA AVE. 
REDLANDS, CA 92373
ROYAL ICE CREAM
15091 KITFOX LN. 
VICTORVILLE, CA 92394
SAM'S LIQUOR
212-214 W. HOLT BLVD.
ONTARIO, CA 91762
SERVPRO OF
NORTHWEST ONTARIO
14418 MILLER AVE.
STE. B 
FONTANA, CA 92336
SOCAL IMAGERY
12188 CENTRAL AVE. 
STE. 282 
CHINO, CA 91710
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TAYLOR, THOMAS
NICHOLAS
31296 CORTE TALVERA
TEMECULA, CA 92592
ALLIED BAIL
ENFORCEMENT
31296 CORTE TALVERA
TEMECULA, CA 92592
CALIFORNIA NETWORK
CABLING
42034 WAGON WHEEL LN.
MURRIETA, CA 92562
VOGEL, CRAIG ALLEN
42034 WAGON WHEEL LN.
MURRIETA, CA 92562
NANA’S PERSONALIZED
BOUTIQUE
31719 RIDGEVIEW DR.
LAKE ELSINORE, CA 92532
PANLILIO, ELMER
RAMOS
31719 RIDGEVIEW DR.
LAKE ELSINORE, CA 92532
HOT DOGGIN IT
CATERING
1243 COLUMBIA AVE.
STE. B-2
RIVERSIDE, CA 92507
HAAS, RALPH JOSEPH
13010 ACACIA AVE.
MORENO VALLEY, CA
92553
ABSOLUTE HOME CARE
28820 SANTA ROSA RD.
NUEVO, CA 92567
GASSERT, DIANE
28820 SANTA ROSA RD.
NUEVO, CA 92567
DIANE'S SENIOR 
SERVICES & HOME CARE
28820 SANTA ROSA RD.
NUEVO, CA 92567
SHILO ENTERPRISES
901 THOROUGHBRED LN.
NORCO, CA 92860
CLARY-STEPHENS 
MARGARET ROSE
901 THOROUGHBRED LN.
NORCO, CA 92860
CASINO FOODS
1420 CARLOTTA DR.
HEMET, CA 92543
BOGARD, RICHARD
RILEY
1420 CARLOTTA DR.
HEMET, CA 92543
PRECISION 
BOOKKEEPING
38728 FALKIRK DR.
MURRIETA, CA 92563
PHAM, MAI THI
38728 FALKIRK DR.
MURRIETA, CA 92563
MAXIMUM GAS AND 
SUPPLIE
3875 INDUSTRIAL AVE.
HEMET, CA 92545
NORTON, TIMOTHY
EDWARD
787 CHARDONNAY PL.
HEMET, CA 92544
NORTON,JODY ANN
787 CHARDONNAY PL.
HEMET, CA 92545
SOCAL POOL SERVICE
1134 DAFFODIL ST.
CORONA, CA 92882
JENNINGS, DAVID
CHARLES
2620 VINE AVE.
NORCO, CA 92860
RUDOLPH, ADAM JUSTIN
1134 DAFFODIL ST.
CORONA, CA 92882
CJ’S PARTY BOUNCE
3835 RAINTREE CIR.
PERRIS, CA 92571
MUNOZ, CHRISTOPHER
JOHN
3835 RAINTREE CIR.
PERRIS, CA 92571
OCAMPO LANDSCAPING
& MAINTENANCE
20805 NANDINA AVE.
PERRIS, CA 92570
OCAMPO, DARIO 
SALGADO
20805 NANDINA AVE.
PERRIS, CA 92570
CASH FLOW CONCEPTS
6700 INDIANA AVE.
STE. 285
RIVERSIDE, CA 92506
AGUIRRE, JUAN CARLOS
5943 QUINOZ DR.
RIVERSIDE, CA 92509
CRUZ, ALBERTO
9327 FAIRWAY VIEW
PL. 206
RANCHO CUCAMONGA,
CA 91730
NEGRETTE, RICHARD
THOMAS
3083 AVISHAW AVE.
RIVERSIDE, CA 92506
BITE SIZE LEARNING
7520 ORCHARD ST.
STE. 30
RIVERSIDE, CA 92504
GUPTA, RENUKA GUDIA
7520 ORCHARD ST.
STE. 30
RIVERSIDE, CA 92504
PEARL WEDDINGS AND
EVENTS
3269 RUBIAN LN.
RIVERSIDE, CA 92503
CRUZ, VANESSA PERLINA
3269 RUBIAN LN.
RIVERSIDE, CA 92503
ORTEGA OAKS CANDY
STORE AND GIFTS
34950 ORTEGA HWY
LAKE ELSINORE, CA 92530
SANFORD, SHEILA
ALLENE
34040 ORTEGA HWY
STE. F
LAKE ELSINORE, CA 92530
SILKY SHIMMERS
45955 PORTOLA AVE.
PALM DESERT, CA 92260
KANADJIAN, KARON
ELAINE
45955 PORTOLA AVE.
PALM DESERT, CA 92260
AMERICAN LEGAL
SERVICES
225 S CIVIC DR.
PALM SPRINGS, CA 92262
SHELLEY, JENNIFER ANN
1540 PHOENIX DR.
BEAUMONT, CA 92223
COACHELLA MUFFLERS
51-701 HWY 111
STE. B-2
COACHELLA, CA 92236
LOPEZ, LETICIA
47-916 PHOENIX ST.
INDIO, CA 92201
J. RUSSELL SALON
73760 THRU 73770 EL
PASEO
PALM DESERT, CA 92260
DESERT IMAGE INC
69755 CAMINO PACIFICO
RANCHO MIRAGE, CA
92270
JBD CONSULTING
79-992 CASTILLE DR.
LA QUINTA, CA 92253
DAVIES, JEFF BRENT
79-992 CASTILLE DR.
LA QUINTA, CA 92253
TENDER LOVING CARE
ASSISTED LIVING
30-595 AVE DEL PADRE
CATHEDRAL CITY, CA
92234
KRAWCZYK, MARIA
BAUTISTA
70-860 IRONWOOD DR.
RANCHO MIRAGE, CA
92270
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SOUTHERN CALIFORNIA
AUTOBAHN
15315 MANILA ST.
FONTANA, CA 92337
SOUTHERN CALIFORNIA
AUTOBAHN
15315 MANILA ST.
FONTANA, CA 92337
SOUTHWEST FINANCIAL
8612 DAYBREAK CT. 
HESPERIA, CA 92344
SUBWAY SANDWICHES &
SALADS #23193
12865 MOUNTAIN AVE.
CHINO, CA 91710
STREET KREDITORS 
STUDIO
16044 BEAR VALLEY RD.
STE. 9 
VICTORVILLE, CA 92395
SUPERIOR CB
7331 EUGENIA DR.
FONTANA, CA 92336
TACOS LOS PRIMOS
1049 S. ARROWHEAAD AVE.
BLOOMINGTON, CA 92316
THE ELEMENTS OF HAIR
14785 MOUNTAIN HIGH DR.
FONTANA, CA 92337
THE MINT
HANDICAPPERS
1287 JOSHUA TREE DR.
BARSTOW, CA 92311
TO THE POINTE DANCE
PRODUCTIONS
14058 EUCLID AVE. 
STE. A
CHINO, CA 91710
TOP DOG LATH & 
PLASTER
9035 7TH AVE. 
HESPERIA, CA 92345
ULTIMATE MARINE
MOBILE SERVICE
32481 CARNELIAN RD.
LUCERNE VALLEY, CA
92356
WITH HONOR SERVICES
10110 THORPE CT. 
ALTA LOMA, CA 91737-3000
YUCAIPA STEREO
31608 YUCAIPA BLVD. 
STE. 1 
YUCAIPA, CA 92399
A B BUSINESS SERVICES
1500 W EDGEHILL RD.
STE. 31 
SAN BERNARDINO, CA
92405
RONINSA
2692 HIGHLAND AVE.
HIGHLAND, CA 92346
A PLUS PRESERVATION
18754 CAJON BLVD. 
SAN BERNARDINO, CA
92407
ALIEN MACHINE WORX
9120 YUCCA TERRACE DR.
PHELAN, CA 92371
BABY FISH
18633 TEMECULA AVE.
HESPERIA, CA 92345
BLUE VELVET
PHOTOGRAPHY
3025 E. BIG RANGE CT.
ONTARIO, CA 91761
CALIFORNIA ORGANIC
CAREGIVERS 
COLLECTIVE
305 N. SECOND AVE. 
STE. 157 
UPLAND, CA 91786
CHAMPIONS REAL
ESTATE
121 S MOUNTAIN AVE.
UPLAND, CA 91786
CHINO HILLS FORD
4480 CHINO HILLS 
PARKWAY
CHINO, CA 91710
CORBIN AIR 
CONDITIONING 
COMPANY
13454 TREASURE WAY
CHINO HILLS, CA 91709
COUNTY LEGAL
REPORTER
14725 7TH ST.
STE. 600 
VICTORVILLE, CA 92345
COVERT CONNECTIONS
7908 MANGO AVE.
STE. K6 
FONTANA, CA 92336
ELDERSDO
16044 BEAR VALLEY RD.
STE. 10 
VICTORVILLE, CA 92395
ESTER BURRITO
1466 FOOTHILL BLVD.
STE. Q 
UPLAND, CA 91786
FIREPLACE GAS LOGS
7855 CALPELLA AVE. 
HESPERIA, CA 92345
FOXIE JEWELRY
DESIGNS
9866 WILLIAMS AVE.
BLOOMINGTON, CA 92316
GABRIEL’S GLASS AND
WINDOWS
14416 FIGWOOD DR.
FONTANA, CA 92337
INCA COMPANY
15881 ACOMA RD.
APPLE VALLEY, CA 92307
INTEGRITY INSURANCE
SERVICES
15549 OAKHURST ST.
CHINO HILLS, CA 91709
J.L. DELIVERY
10448 HEMLOCK AVE.
FONTANA, CA 92337
KMA PRINTING
3734 GARDEN CT. 
CHINO HILLS, CA 91709
L R REVIVE
1627 VISTA DEL NORTE
CHINO HILLS, CA 91709
L&L SUPERIOR 
TRANSPORTATION
1007 N RIVERSIDE AVE.
RIALTO, CA 92376
LINDAN AND ASSOCIATES
5647 OLIVE AVE. 
RIALTO, CA 92377
MCKESSON
1627 VISTA DEL NORTE
CHINO HILLS, CA 91709
MERIINO SALON
625 WEST HOLT BLVD.
ONTARIO, CA 91762
MIQ LOGISTICS
1521 E. FRANCIS ST.
STE. B 
ONTARIO, CA 91761
MT. VILLAGE 
MANAGEMENT
34675 YUCAIPA BLVD. 
STE. 111 
YUCAIPA, CA 92399
OLDXPRESS
8724 SAN JACINTO AVE.
HESPERIA, CA 92344
PARROT CREATIONS
11695 LARGO CT. 
LOMA LINDA, CA 92354
PREEMPTIVE
929 E. FOOTHILL BLVD. 
STE. 60 
UPLAND, CA 91786
PRO MARBLE DESIGN
5775 WACO ST. 
CHINO, CA 91710
PRO-VENDING SERVICES
9155 ARCHIBALD AVE. 
STE. 401 
RANCHO CUCAMONGA,
CA 91730-5257
RE/MAX COMMERCIAL
PACIFIC
3100 E. CEDAR ST. 
STE. 7 
ONTARIO, CA 91761
ROUTE 66 DRIVING
SCHOOL
5925 KLUSMAN AVE. 
ALTA LOMA, CA 91737
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PACIFIC MICRO-TECH
43218 BUSINESS PARK DR.
STE. 106
TEMECULA, CA 92590
PACIFIC MICRO TECH
45967 CORTE TOBARRA
TEMECULA, CA 92592
B NAIL & SPA
9251 MAGNOLIA AVE.
RIVERSIDE, CA 92503
NGUYEN, CHAU THI
16225 ARROW BLVD.
STE. B105
FONTANA, CA 92335
DENTISTRY 4 KIDS
3564 VAN BUREN BLVD.
RIVERSIDE, CA 92503
MOHAMAD ABDUL
FIELAT DDD, INC
3564 VAN BUREN BLVD.
RIVERSIDE, CA 92503
DAISY’S BEAUTY SALON
120 N MAIN ST.
LAKE ELSINORE, CA 92530
GARDUNO, NATIVIDAD
219 E GRAHAM 
STE. A
LAKE ELSINORE, CA 92530
ESPINOZA AUTO 
TRANSPORT
9838 BERKSHIRE DR.
RIVERSIDE, CA 92509
ESPINOZA, ELVA
MARISOL
9838 BERKSHIRE DR.
RIVERSIDE, CA 92509
ESPINOZA AUTO 
TRANSPORT
9838 BERKSHIRE DR.
RIVERSIDE, CA 92509
ESPINOZA, JOSE 
ALEJANDRO
9838 BERKSHIRE DR.
RIVESIDE, CA 92509
TANNING SPA
5225 CANYON CREST
DR., STE. 203
RIVERSIDE, CA 92507
VILLELLI RICHARD
THOMAS
3101 CORTE CALETA
NEWPORT BEACH, CA
92660
BAKE’N BITE
39400 MURRIETA HOT
SPRINGS
MURRIETA, CA 92563
CARIAGA, MARIA
THERESA
10953 WELSH RD.
SAN DIEGO, CA 92126
ANG CLEANING
2124 ALFALFADALE RD.
PERRIS, CA 92571
ANDRADE, ANA LILIA
2124 ALFALFADALE RD.
PERRIS, CA 92571
UNITED PACIFIC 
STUDIOS
5975 JASMINE
RIVERSIDE, CA 92504
FILM STAGES, INC.
729 E. TEMPLE
LOS ANGELES, CA 90012
RIVERSIDE TAP
20306 PALOMAR ST.
WILDOMAR, CA 92595
BROCK, IAN JAMES
20306 PALOMAR ST.
WILDOMAR, CA 92595
TRAND DEVELOPMENT
SERVICES
45700 AVENIDA TIERRA
TEMECULA, CA 92590
BERTRAND, ANTHONY
JOSEPH
45700 AVENIDA TIERRA
TEMECULA, CA 92590
HARRIS STALL & 
CORRAL MAINTENANCE
18120 GOLDEN LEAF LN.
RIVERSIDE, CA 92504
HARRIS, JON SCOTT
18120 GOLDEN LEAF LN.
RIVERSIDE, CA 92504
WHY ME PORQUE YO
TRAFFIC SCHOOL
14300 ELSWORTH ST.
STE. 101
MORENO VALLEY, CA
92553
LOPEZ, ANGELES
39863 KNOLLRIDGE DR.
TEMECULA, CA 92591
VALLEY SERVICES MV
14300 ELSWORTH ST.
STE. 101
MORENO VALLEY, CA
92553
O & A LOPEZ INDUSTRIES
INC.
39863 KNOLLRIDGE DR.
TEMECULA, CA 92591
VALLEY SMOG TEST MV
14300 ELSWORTH ST.
STE. 101
MORENO VALLEY, CA
92553
D'MASTER'S TOUCH 
JANITORIAL AND 
GENERAL SERVICES
40067 ANNAPOLIS DR.
TEMECULA CA 92591
TAMAYO, EMMANUEL
SAMSON
40067 ANNAPOLIS DR.
TEMECULA, CA 92591
TOP STITCH AIRCRAFT
INTERIORS
6050 BIG HORN DR.
RIVERSIDE, CA 92506
DE NUNEZ, FERNANDO
6050 BIG HORN DR.
RIVERSIDE, CA 92506
A SO CAL CANNABIS
CAREGIVERS 
ASSOCIATION
22543 CANYON CLUB DR.
CANYON LAKE, CA 92587
ROTTNER, KENNETH
FREDRIC
22543 CANYON CLUB DR.
CANYON LAKE, CA 92587
NEXT LEVEL EVENTING
35190 SAWH CT.
HEMET, CA 92544
SMITH, TAMRA LYNN
35190 SAWN CT.
HEMET, CA 92544
INFINITY
ENVIRONMENTAL
2760 MAXINE CIR.
CORONA, CA 92882
DUMARS, ROBERT
WILLIAM
2760 MAXINE CIR.
CORONA, CA 92882
WALTER’S AUTO OUTLET
7082 INDIANA AVE.
RIVERSIDE, CA 92506
WALTER’S AUTO SALES
AND SERVICE, INC.
3213 ADAMS ST.
RIVERSIDE, CA 92504
VILLEGAS PARK BOXING
CLUB
7240 MARGUERITA AVE.
RIVERSIDE, CA 92504
GASTELUM, DENISE
RENEE
3670 MCKENZIE ST.
RIVERSIDE, CA 92503
GRIFFITH CO
213 W. LA CADENA DR.
RIVERSIDE, CA 92501
ALLEN, MICHAEL
GEORGE
17428 OWL TREE RD.
RIVERSIDE, CA 92504
RUFUS TROUTMAN 
MINISTRIES
24541 SKYROCK DR.
MORENO VALLEY, CA
92556
TROUTMAN, RUFUS
24541 SKYROCK DR.
MORENO VALLEY, CA
92557
YOGURT-BIZ
31810 GRAPE ST.
STE. A
LAKE ELSINORE, CA 92532
ZHANG, DARA
32301 CORTE PALACIO
TEMECULA, CA 92592
TOTAL POOL SERVICE
24324 HERON LN.
MURRIETA, CA 92562
DUCKETT, TOMMY ALVIN
24324 HERON LN.
MURRIETA, CA 92562
SANDBERG, REBECCA
JEAN
24324 HERON LN.
MURRIETA, CA 92562
SAVANNAH SAFARIS
NAMIBIA
9500 PATS POINT DR.
CORONA, CA 92883
FOURIE, HENDRIK
JACOBUS
9500 PATS POINT DR.
CORONA, CA 92883
NEIGHBORHOOD 
REALTORS
4260 CENTRAL AVE.
RIVERSIDE, CA 92506
ESCARCEGA, ENRIQUE
28200 HORIZON CT.
SUN CITY, CA 92585
MINTON, REUEL
ANGEROTH
5152 HARRIETT CIR.
RIVERSIDE, CA 92505
SEYMOUR, JAMES 
PATTERSON
5880 SUNSET RANCH RD.
RIVERSIDE, CA 92506
TRITRU
4260 CENTRAL AVE.
RIVERSIDE, CA 92506
ESCARCEGA, ENRIQUE
28200 HORIZON CT.
SUN CITY, CA 92585
MINTON, REUEL
ANGEROTH
5152 HARRIETT CIR.
RIVERSIDE, CA 92505
WEST AMERICA
REVERSE MORTGAGE
4260 CENTRAL AVE.
RIVERSIDE, CA 92506
INGENIOUS STYLE
CLOTHING
1668 SIR BARTON WAY
MORENO VALLEY, CA
92551
LOFTON, DANA REINA
16668 SIR BARTON WAY
MORENO VALLEY, CA
92551
TRI-TAX FRANCHISE
6864 INDIANA AVE.
RIVERSIDE, CA 92506
MORENO, ENRIQUE
217 LADY BELL WAY
PERRIS, CA 92571
ICED OUT BARTENDING
SERVICES
2928 CROOKED BRANCH
WAY
SAN JACINTO, CA 92582
GALLARDO, LUIS 
CARLOS
2928 CROOKED BRANCH
WAY
SAN JACINTO, CA 92582
GARCIA, ROBERT RUBIO
2928 CROOKED BRANCH
WAY
SAN JACINTO, CA 92582
RICSEL INCOME TAX
13121 PERRIS BLVD.
STE. 108
MORENO VALLEY CA,
92553
MONDACA, CARLOS
25176 SLATE CREEK DR.
MORENO VALLEY, CA
92551
HARP4ALL MUSIC 
COMPANY
8743 MAGNOLIA AVE.
STE. C-2
RIVERSIDE, CA 92503
ISABELLE DAVIDSON
8743 MAGNOLIA AVE.
STE. C-2
RIVERSIDE, CA 92503
TIME WARNER CABLE
4077 W. STETSON AVE.
HEMET, CA 92545
LOAN MODIFICATION
LEGAL GROUP
218 N. LICOLN AVE.
STE. 104
CORONA, CA 92882
HUS R&B INC
4575 EDGEWATER CIR.
CORONA, CA 92883
NEW VIEW PRODUCTION
27150 SHADEL RD.
STE. 61
SUN CITY, CA 92586
MOLINA, CHRISTINA
NOELLE
27150 SHADEL RD.
STE. 61
SUN CITY, CA 92586
ACCESSIBLE HOMES
CONSULTING SERVICES
3816 GALENA CT.
PERRIS, CA 92570
CADDEN, STACEY
JOANNE
3816 GALENA CT.
PERRIS, CA 92570
CODE 3 REALTY—RIVER-
SIDE
17706 LAUREL GROVE RD.
RIVERSIDE, CA 92504
APODACA, PETER
ANTHONY
17706 LAUREL GROVE RD.
RIVERSIDE, CA 92504
BELLA TERRA
INSURANCE SERVICES
550 S. GRENFALL RD.
STE. 1
PALM SPRINGS, CA 92264
GOUNEC, KLIMENT
550 S. GRENFALL RD.
STE. 1
PALM SPRINGS, CA 92264
ACTIVE CONTRACTORS
17400 CUSTER ST.
LAKE ELSINORE, CA 92530
HINTON, DAVID
17400 CUSTER ST.
LAKE ELSINORE, CA 92530
GREAT OAKS CONSTRUC-
TION
37487 HORTON MEADOWS
DR.
ANZA, CA 92539
GREAT OAKS 
ENTERPRISES INC
37487 HORTON MEADOWS
DR.
ANZA, CA 92539
FRANK 
SCHULTZ ENTERPRISES
3465 LA CAMPANA WAY
STE. 2
PALM SPRINGS, CA 92262
SCHULTZ, FRANK
54325 MADERO AVE. 
LA QUINTA, CA 92253
SKYLIT DESIGNS
2275 DEL MAR WAY
STE. 102
CORONA, CA 92882
MYRDAHL, STEVEN
MICHAEL
2275 DEL MAR WAY
STE. 102
CORONA, CA 92882
ANGEL’S CLEANING 
SERVICE
2361 BENIDORM CIR.
STE. 104
CORONA, CA 92879
RONDERO, ALEPH
2361 BENIDORM CIR.
STE. 104
CORONA, CA 92879
ANGEL’S CLEANING 
SERVICE
2361 BENIDORM CIR.
STE. 104
CORONA, CA 92879
RONDERO, DAVID OLAPH
PAUL
2361 BENIDORN CIR.
STE. 104
CORONA, CA 92879
WINCHESTER RENTALS
28384 HWY 79
WINCHESTER, CA 92586
YANKEE INVESTMENTS
20440 GUFFY LN.
WILDOMAR, CA 92595
ASSURANCE PRO
PROCESS SERVERS
20605 MARCHETA DR.
PERRIS, CA 92570
GARCIA, DEBRA, ANN
20605 MARCHETA DR.
PERRIS, CA 92570
ASSURANCE PRO
PROCESS SERVERS
20605 MARCHETA DR.
PERRIS, CA 92570
MY AMERICAN SCHOOL
1505 CORONA AVE.
NORCO, CA 92860
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and restaurants (AMC Theaters,
Lucille’s Smokehouse BBQ, Bass
Pro Shops Outdoor World, etc.),
drawing further attention to the amenities within the popular region-
al center.  Toby Keith’s will also provide approximately 150-200
employment opportunities for local residents.
For those in the Inland Empire and the greater Southern
California region who have had a hankerin’ for a country-music-style
hangout with great food and entertainment, the wait will soon be
over. Sure, Texas may have Gilley’s (featured in the 1980 movie
Urban Cowboy), but Rancho Cucamonga will be the new home of
Toby Keith’s...and you can take your hat off to that “partner.”
Gone Country...
continued from pg. 35
Rancho Cucamonga will soon be the home of Toby Keith’s I Love
This Bar & Grill when the restaurant makes its west coast debut at
the Victoria Gardens Regional Town Center.  (Photo courtesy Toby Keith’s)
E X E C U T I V E  T I M E  O U T  
Mexico has cause to cele-
brate this year, particularly in
its interior cities. Sept. 16 not
only marks the 200th anniver-
sary of Mexico’s independ-
ence, the country is also mark-
ing the l00th anniversary of
the start of the Mexican revo-
lution, commemorated Nov.
20. 
Mexico City’s Zocalo, or
main square, is sporting a
large digital clock counting
down the days to the events, as
are other cities such as
Cuernavaca and Tlaxcala.
Many of the country’s cities
have spruced up downtown
areas and are presenting spe-
cial events, including a new
venue, Expo Guanajuato
Bicentenario, a multipurpose
complex of pavilions in
Guanajuato that is hosting per-
formances and exhibitions
through Nov. 20.
“The bicentennial is very
important for us, especially in
interior Mexico,” says
Eduardo Chaillo, executive
director of the meetings indus-
try for the Mexico Tourism
Board. “The cities and places
where the independence and
the revolution’s most impor-
tant events took place are in
beautiful colonial cities. I
think these celebrations will
have a very important legacy
in terms of infrastructure,
especially in Guanajuato,
Morelia and other places.”
According to Chaillo, the
publicity from the bicentenni-
al will also have an impact in
terms of marketing to groups,
with more exposure to lesser
known group destinations like
Zacatecas and Aguascalientes. 
“We have some opportuni-
ty on the perception side
regarding these relative-
ly unknown places,”
Chaillo says. “The per-
ception is still there that
meeting in Cancun or
Los Cabos is frivolous.
When groups say they
are having a meeting in
Guanajuato, it doesn’t
feel like they are doing
something frivolous.”
Mexico’s interior
cities offer groups a
window to the past as
well as unique ways to
experience the region’s
historic and cultural
attractions, many of
which are available as off-site
venues. These unique venues
add depth to any meeting and
are in abundance from urban
centers such as Mexico City to
small Spanish Colonial towns
such as San Miguel de
Allende. 
Mexico City is filled with
intriguing off-site options and
an endless supply of cultural
diversions and meetings prop-
erties. 
“Mexico City has a good
combination of places to work
and historical venues,” says
Carlos Mackinlay, executive
director for the Mexico City
Tourism Ministry. “Mexico
City is a unique city with four
UNESCO heritage sites. No
other city in the world has that
number of sites; that’s impor-
tant. We are very proud of that
cultural background.”
The most traditional off-
site venues preferred by con-
ventions are historic locales,
according to Mackinlay. 
One prime spot is the
Palacio de Autonomia, which
was a convent during the 17th
and 18th centuries and home
to several schools in the 20th
century. The building, located
in pre-Hispanic archaeological
site Templo Mayor, now
serves as a museum and
venue for special
events. 
“We’re very proud
to organize events at
Palacio de Autonomia,”
Mackinlay says. “You
can have cocktails or
dinner there, and you
are looking at the ruins
from the Aztec period,
so it is incredible.”
Another option for
groups is the Colegio de
las Vizcaines, founded in the
18th century as a school for
orphan girls and widows.
Some 200 years later, the
building still serves as an edu-
cational institute and at night
opens to groups for receptions
and events. 
Many of the city’s nearly
170 museums also welcome
groups. Museo Nacional de
Arte in the city’s historic
downtown area was built in
1904 and founded as a muse-
um in 1982. Today it exhibits
Mexican and international art
from the 16th to 20th cen-
turies. Groups can host events
in the galleries. 
The newer Mexico City
Museum of Modern Art in
Chapultepec Park also hosts
events, as does the Palace of
Fine Arts, which presents a
variety of performing arts,
including Mexico’s renowned
Ballet Folklorico. 
The city has also added a
museum to its repertoire at the
end of September—The
Museum of Memory and
Tolerance. The mission is to
promote tolerance through the
historical remembrance of the
Holocaust and genocides that
have taken place all over the
world. The facility will offer a
terrace for group events up to
1,000 people. 
Long touted as the cultural
center of western Mexico,
Guadalajara overflows with
off-site venues that showcase
everything from modern visu-
al arts to its history as the
birthplace of tequila and mari-
achi music. 
The Instituto Cultural
Cabanas, a neoclassical con-
struction from the early 1800s,
continued on page 32
Garden Delights, The landscaped
grounds of Merida’s historic La Quinta
Montes Molina house are available for
dinners and receptions.
Masterpiece Theater, The setting at
Guadalajara’s Teatro Degollado is sure
to impress groups.
